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**Puts an end to 


THE IMPORTANCE 


of properly cooked food is being realized by the public more and more each 
year, and it is only a question of time when an oven thermometer will be 
demanded on every range and cook stove. 


THE COOPER OVEN THERMOMETER 





With the COOPER OVEN THERMOMETER it is possible to do all kinds 
of baking with certainty and exactness. It measures heat as a clock meas- 
ures time, anc cuts fuel bills from 10 to 25 per cent. Poor luck in baking 
is due to an ins,roper heat in the oven when the food is put in. The 
COOPER OVEI" THERMOMETER eliminates the possibility of unsatis- 


factory cooking. 


The user of the COOPER OVEN THERMOMETER is assured of a high 


standard of workmanship, design and reliability. 


The wise manufacturer of cook stoves and ranges realizes the improve- 


ments which the COOPER OVEN THERMOMETER affords. The mod- 
ern buyer DEMANDS this oven thermometer on every range and cook 
stove. Are YOU prepared? 


Let us send you our catalog and sample. 
Send us a postal today. 


THE COOPER OVEN THERMOMETER CO. 


Pequabuck, Connecticut 
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in the United States. 


others, in all the different sizes. 


in furnace supplies. 


and quotations on request. 





Nesbit All-Cast Heater, 5000 


tion. Saves the Fuel. 


We handle the largest variety of strictly high-grade warm- 
air heaters offered by any manufacturing or jobbing concern 


Here are four of the different styles—there are seven 


We are manufacturers of the Nesbit All-Cast Heaters— 
Western Distributors for the Weir All-Steel Heaters. 
est distributors west of the Mississippi River of everything 


We furnish advertising for our dealers—Make estimates 


Larg- 





Nesbit All -Cast Heater, 
1000 Series. Triangular 


Series. Cone grate construc- “HANDY” Pipe and Fittings tea grate bars, easily 


Gas and Soot 








“ROCK ISLAND” and 
weranser “WALWORTH” 
eine Warm-Air 
_ REGISTERS 


Write tor catalogue and information blank. 


) STANDARD FURNACE & SUPPLY CO.| 


411-413 So. 10th St., Omaha, Nebraska 


Peerless Grave 
ity, Single 
Register 
Warm Air 

Heater. 3 











Every Installation Sells Another! 


When you install a FRONT RANK steel furnace 
you are guaranteeing to the owner permanent 
satisfaction. The best advertisement in the 
world is a satisfied customer. 


Be the FRONT RANK Agent 


When you offer this well-known and splendidly 
built furnace your estimates will receive special 
consideration from every owner who wants to 
get the most for his money. 


MR, Ask us to submit to you our attractive dealers’ 
proposition. Don’t let this opportunity pass by— 
write us today for catalog and other information. 





HAYNES-LANGENBERG MFG. CO. 


4045 Forest Park Boulevard, Saint Louis, Missouri 





Mail, Ors 
PRKONT RAL! 
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Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 
ing Interests 


PusiisHED Every SATURDAY 





Address all communications and 
remittances to 


DANIEL STERN 
Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs PossEsSIONS (Invariably in Advance) ONE YEAR PostaGE Pap $2.00 
FOREIGN COUNTRIES ONE YEAR PosTAGE Paip $4.00 CANADA ONE YEAR PosTAGE Parp $3.00 
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ON PAGES 28 to 30 of this issue we announce the 
awards of the Judges in AMERICAN |ARTISAN AND 
Pregrees HARDWARE Recorp Window Display 
in Window Competition, by which cash prizes 
Display of amounting to $100.00 were distributed 

Hardware. for the best window displays. 

lor many years these Window Display Competi- 
tions have been a prominent feature of the work which 
this publication has been performing in the service of 
its subscribers and there have come from manufac- 
turers, wholesalers, traveling salesmen and retailers 
hundreds of letters of appreciation of the efforts thus 
made to improve the method and standard in this im- 
portant branch of the retailing of hardware. 

One of the interesting facts in this connection is the 
distinct progress that is noticeable in the examples of 
the art of window trimming which are submitted 
through each succeeding Competition. Where at the 
start a large proportion of the window displays were 
of a rather crude nature and some of them indiffer- 
ently arranged, today by far the greater number of 
them show decided skill in planning and artistic work 
in execution. 

William T. Gormley, who has kindly officiated as a 
judge in these Competitions tpon several occasions 
and who was one of the judges at this time, is there- 
fore particularly competent to voice the following ex- 
pression : 

“It has been my pleasure to act as a judge in your 
Window Display Competition upon several occasions, 
and I am free to say that you have reason to feel 
proud over the very decided improvement in window 
display work which I have been able to note from ob- 
serving the several hundred exhibits of this and former 
Competitions.” 

Irving S. Kemp, Salesmanager of the Vaughan & 
Bushnell Manufacturing Company, another of the 
judges, has this to say: 

“T was very much pleased to comply with your re- 
quest to serve as.a judge in the Window Display Com- 
petition which has just come to a close, and I want to 
express my appreciation of the splendid work you are 
doing along this line, as well as along many others, to 
increase the efficiency of the retail hardfare dealer. 

“It was a genuine pleasure to me to note the many 
excellent window displayes that were submitted. In 
fact, the very large majority of them were of high 
order.” 

Gustav G. Engelhardt, who is particularly well 
known to the retail hardware dealers of Chicago and 
lilinois, as he is a Director of the State Association 


CHICAGO, FEBRUARY 3, 1917. 


$2.00 Per Year. 


and Secretary of the Chicago organization, was also 
a judge, and naturally looked upon the photographs 
submitted from the retailer’s standpoint. Part of his 
statement follows: 

“T want to say that many a one of Chicago's 
retail hardware dealers can learn much from some of 
the window displays that were submitted from dealers 
in small cities and country towns. A careful study of 
the window display stories published from week to 
week in AMERICAN ARTISAN AND HARDWARE RECORD 
is in itself a splendid course in the window display 
art.” 

[expressions like these are pleasant to receive and 
they encourage us to keep on in our efforts to help 
the retail hardware dealer increase his business and 
thus to make his investment and labor more profitable. 








THE ARTICLE on page 35 of this issue, in which the 
story is told of how the Aid Hardware Company, 
West Plains, Missouri, has built up a 


peng prosperous and growing business, is of 
an 


more than ordinary interest to every re- 
Works. J J 


tail hardware dealer, because their suc- 
cess has been gained by the adherence to the great 
principle of modern merchandising: ‘Trade Goes 
Where It Is Invited, Receives Good Value, Courteous 
Treatment and Satisfactory Service.” 

The text matter of a portion of one of their adver- 
tisements is reproduced in the article referred to, and 
we recommend it to your closest study, simply quot- 
ing certain sections of it in the following to emphasize 
some of the lessons that may be drawn from them. 

lor example: 

“We are not going to ask you to trade with us, 
because we have been with you through thick and 
thin for more than thirty years, nor because we have 
invested every dollar we made in West Plains, hoping 
to help improve the county, nor because we pay taxes 
and help the schools and churches, and donate a little 
to the poor, and help to make gocd roads, or sell you 
a few goods on time when you are a little hard up, 
but because we believe our prices are right and our 
service is right.” 

After all, is there any other basis upon which any 
business can be made truly successful in an established 
community ? 

Can any one reasonably hope to build up a prosper- 
ous and growing business with the people right about 


7 


him unless he does it on that basis: 
Now then—if you believe that this is the true 
foundation for success in selling hardware at retail, 





ee 
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is there any good reason why you should not let your 
customers and prospective customers know that this 
is the principle upon which you do business? 

What does “right price” mean? 

Our definition would be something like this: 

The right price for an article is the price at which it 
can be sold, giving the purchaser fair value for his 
money and yielding the seller a fair profit to pay for 
his investment and the service he renders to the 
buyer. 

And every retail hardware dealer who knows his 
business can make exactly the same selling argument 
to his prospective customers, because he can and does 
sell his merchandise on that basis every day m the 
year. 

Here is another quotation from the Aid Hardware 
Company's advertisement: 

“The following comparisons are taken from Mont- 
gomery-Ward’s new catalog, Number 86, just out. 
Turn to page 711: Cast Iron Stove Kettle, Number 
1861448; their price is $1.12, our price 75 cents. 
ro Several dozen items are compared in 
this manner. 

That certainly is the sort of thing that goes to 
prove their contention that the prices of the Aid 
Hardware Company are right—especially as_ these 
prices are not reduced for the occasion. 

Then note this little sharp arrow: 

“Take that cast iron stove kettle, an article used 
almost every day in every home in the country ; their 
price is $1.12. We know just about what this article 
cost them, and we are sure that they make more than 
100 percent profit on that kettle. Is it any wonder 
that they make millions of dollars every year on 
profits like these?” , 

Can you imagine a mail order customer reading 
this and being reminded in this “pleasant” manner 
of the big overcharge that he paid? 

Would you keep on buying from a wholesale hard- 
ware house that treated you continually in that man- 
ner? 

Wouldn't you be likely to transfer your account to 
the house who brought this overcharge to your atten- 
tion? 

That is the principle on which the Aid Hardware 
Company is conducting their campaign for Home 
Trade Development—and it is bringing business and 
profits at a steadily growing rate to them. 

Is there any good reason why the same principle 
should not be put into action in your community by 
your 

Do you believe that your prices are right and your 
service is right? 

If you do, the same method will build up Home 
Trade Sentiment for you. 








ROM THE STANDPOINT of the buyer, the situation 
in the rope market is a very difficult one. He is unable 
to secure now what he needs for his 


a stock for the coming season—and prices 

ope : 

~ * ° are C YT 2s S 

Situation, Te bound to be higher as the months 
go by. 


This is not so much because of a shortage of raw 
material, but rather is largely due to the almost un- 


precedented transportation conditions: Manila fibre 
owned by American manufacturers is scattered in con- 
siderable quantities over the whole 8,000 miles from 
the Phillippine Islands to New York. Large stocks 
are on the docks at Manila, but few vessels can be 
chartered to carry it to Pacific Coast ports, even at the 
exorbitantly high freight rate of three cents per pound. 
At Seattle and other terminals on the Pacific Coast 
thousands of bales are piled up waiting for the rail- 
roads’ “convenience” to get them under way. 

Three months ago 21,000 bales arrived at Seattle, 
and not a bale has as yet been delivered by the rail- 
roads to the rope manufacturers. 

Manila fibre is quoted at 20% cents per pound for 
“Government F, 25 percent above Current,” but there 
is little or nothing to obtain of this grade, so far as 
getting it into the factory is concerned, owing to the 
reasons given in the foregoing. The differential of 
four cents between fibre and rope is only a fair one, 
everything considered, and there is every reason to 
expect higher prices on almost every grade of Manila 
rope, as well as in other kinds. 








STRANGE AS IT MAY seem, there are salesmen who 
find it difficult to ‘talk their line” without referring in 
disparaging terms to competitors. 


“Knocker’”’ = =And the worst part of it is that there 
Is Always are more of that sort of men who are 
weve Mean trying hard to make a success, than 

Long Run. ying ' ia =e . 


most of us have any idea of. 

ne of the chief reasons for this deplorable fact is 
that so many of us fail to appreciate the necessity of 
being thoroughly posted on all the good points of our 
own proposition if we are to be successful as sales- 
men—whether this be in a store, in an office or “on 
the road.” We just skim over the most prominent 
features of what we have to sell and leave it to luck 
to “get through’—and then we examine “the other 
fellow’s” proposition for its weak points, with the 
result that these fasten themselves so strongly in our 
minds that we almost forget the good, strong selling 
features of our own. 

So when later on we have difficulty in convincing 
our “prospect” that he ought to buy what we offer 
we start in to try to prove to him that he shouldn't 
buy what our competitors want to sell. 

The “knocker” never made a good sale yet, and 
he never will. He may “get by” for a little while, 
but in the long run he always loses out. 

The only way to make a success as a salesman is 
to learn all that can be learned about the article or 
proposition in question and learn it in such a way as 
to be able to tell it convincingly to the buyer. 

Learn, also, if you please, all that you can about 
competitive lines, but only for the purpose of making 
your belief in your own line stronger—so that you 
can “talk it’ with the best possible success. 











There are a whole lot of young fellows in stores 
who feel that they would make crackerjacks as heads 
of concerns. But say, did you ever stop and analyze 
the situation and determine just why you weuld make 
a leader in some other job when you are just a poor 
follower where you are? 
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RANDOM NOTES AND SKETCHES. 
BY SIDNEY ARNOLD 





L. Schricker, Secretary and Manager of the Rock 
Island Hardware Company and his charming wife 
were entertained at luncheon by Thomas J. Usher 
ard Fred ©. Routh, of the Russell & Erwin Manu- 
facturing Company, at the Hardware Club of Chicago 
the other day, and of course “Tom” couldn’t eat with- 
cut telling at least one story, so here it is: 

A woman, pocketbook in hand, said to the man in 
the box-office at the theater: “Young man, before | 
buy my ticket, tell me whether or not this is a moral, 
proper show.” 

He pretended not to hear her, and pointed out the 
seats that were still vacant on the plan. 

“Young man,” she repeated, “why don’t you answer 
me when | ask if this is a moral, proper show?” 

‘Because, madam,” confessed the ticket seller, “I’m 
not a good enough judge of human nature to know 
which way to answer without losing a customer.” 

* = *s 

W. H. Bennett, Jr., writes me from Long Beach, 
California, where he operates a fine retail hardware 
store in partnership with his father, the only “Pop” 
Jennett, with reference to the now defunct ‘Randall 
Rider,’ which suffered a well deserved death. The 
“Junior” is just as sharp and hits the mark as well 
as “Pop,” but some of what he has to say about the 
“honorable” California “statesman” who fathered 
this “Rider” to increase the cost of trade papers to 
subscribers, wouldn’t look good in print, so I am not 
going to publish his letter. 

* ok x 

Hamp Williams, Hot Springs, Arkansas, was very 
much in evidence during the recent Convention of the 
Mississippi Valley Implement and Vehicle Dealers’ 
Association at St. Louis. I enjoyed a pleasant chat 
with this typical successful retail merchant while at- 
tending one of their sessions. Hamp was Vice-presi- 
dent of the Association, and he wasn't supposed to have 
much work to do, so far as the program was con- 
cerned, but he is one of the kind that doesn’t care to be 
only “ornamental,” and his voice was heard and his 
suggestions acted upon, to such effect that when the 
election came off he was promoted to the presidency 
of the Association. 

“Jack” (J. B.) Silliman, of Blish, Mize & Silli- 
man, Atchison, Kansas, is taking a vacation at Miami, 
Florida, with his wife and is enjoying the climate as 
well as the pretty girls who go in swimming or take 
“sun baths’? on the beach. 

* *K *K 

Landon P. Smith writes me from Atlantic City that 
the gentle breezes are helping to shake a bad case of 
“la Grippe” from which he has been suffering since 
Christmas, but that he wants some one to “come down 
and play with him.” 

‘Bill” Hawkins, who sells Columbian Rope in the 
Central West and also counts the cash of the Hard- 
ware Club of Chicago, as is well known, is inclined 


to be rather thinly covered on the top part of his head, 
but he makes the best of the situation and recently told 
the following story on a fellow member of the “Bald- 
pate Club”: 


It could hardly have been caused by age—the man 
had been bald-headed, very bald-headed, for years. 
There had been a time when some of the innumerable 
preparations calculated to prevent the falling out of 
hair had been tried, but his hair had ceased to fall 
only when not even a fringe remained. 

3ut the man was contented. He wore a wig—not 
a small, tight-fitting one, but a large, bushy one. One 
day on the street, as a wind caught away the man’s 
hat, lis wig was snatched, too. Bareheaded, indeed, 
the owner made a futile grab, then waited while a 
small boy gave chase. 


’ 


“Sonny,” said the man, as he gratefully rewarded 
the boy, “you’re the quickest hair restorer | have 
ever found.” 

* * > 


Some merchants seem to think it necessary to ask 
the customer to come again, but the real, keen, mag- 
netic clerk will say “Thank you” in such a big, whole- 
souled way that the customer wil! feel in it a cordial 
invitation to come again. 


Let it be known to all men that George \W. Jeffords, 
who spends his spare moments in selling enameled 
ware, has gone in for poetry and his ;‘better half” 
has set his words to music, also that both words and 
music are of more than ordinary merit. 

I know this because [ am in receipt of a “profes- 
sional and copyrighted copy” of “Under Cne Flag,” 
which bears the following imprint, “Words by George 
W. Jeffords, music by Minnie Lee Jeffords.” 

Here is the poem, and George will sing it down at 
Houston, Texas, at the Banquet of the “Old Guard” 
during the great Hardware Conventions in April: 

Under One Flag. 
All along the Rio Grande 
Shines the moon, the silvery moon. 
While a soldier just from Georgia 
Hums an old familiar tune. 
He is thinking of his loved ones 
He may never see again. 
Sut he bravely puckers up his lips 
And whistles this refrain: 
Chorus. 
“Live and let live” 
Is the motto of our Nation great and strong 
Welcome we ‘neath freedom’s banner, 
Hearts that for this freedom long. 
Proudly floating o’er a people 
Who united stand and true, __ ; 
Then our hearts we raise hurrahing for the flag 
Red, White and Blue 
(Repeat Chorus.) 
Where the cactus and mesquite 
And the gila monsters grow 
Stands a sentry faithful, 
Soldier from the state of ice and snow 
From Wisconsin he enlisted _ 
Where he left a wife and child 
But the tear drops he resisted 
As he whistled soft and mild: 
(Repeat Chorus.) 
‘Neath the blazing sun of Texas 
Marching over desert sands 
To uphold their country’s honor 
And protect from roving bands 
There are boys from every quartet 
Of the great, big U. 5. A. 
And they all delight to whistle 
When the band begins to play: 
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UP TO THE MINUTE 
NEWS SIFTINGS 








The Thurston Range and Heating Company, Lan- 
caster, Ohio, has been incorporated with a capital of 
$15,000 to manufacture ranges and warm air heaters. 
The new company plans to build a new plant at 
Thurston, Ohio. 

The Weco Manufacturing Company, Boston, has 
been incorporated with capital stock of $50,000 to 
manufacture electrical, gas and oil-heating appliances. 
The directors are Hans R. Boker, President; Harry 
B. Eaton, Treasurer, and J. Leo Hickey. 

ane = 
JOHN H. O’BRIEN RISES FROM OFFICE BOY 
TO PRESIDENT OF CLEVELAND 
COOPERATIVE STOVE 
COMPANY. 


Starting to earn his living at 13 years of age as an 
office boy in the Cooperative Stove Company, Cleve- 
land, Ohio, John H. O’Brien worked himself up 
through various “jobs” and “positions,” such as stove 
polisher, shipping clerk, salesman, secretary, general 
manager, until at the recent annual meeting of the 
Company he was elected to the office of President. 

“John,” as he is called by all his coworkers, though 
some of them may not use that name when talking 
with him, knows the first name of every one of the 
400 employes of the big plant, and he goes on the 
principle that by helping the beginner to become a 
good workman or a good bookkeeper or a good sales- 
man, he not only helps the individual but increases the 
latter’s value to the Company. 

The thousands of friends of John O’Brien will join 
us in saying that he has earned his success in the full- 
est possible measure. 

ne 


SECURES PATENT FOR HEATING DRUM. 


Gustav J. Knaack and Charles J. Marquardt, 


Princeton, Wisconsin, have been granted United States 
patent rights, under number 1,213,212, for a heating 
drum described herewith: 


A heating drum, means for 
detachably and adjustably con- 
necting the drum to a stove, said 
drum having a horizontal plate 
extended from its front to its 
rear wall and spaced from the 
side walls of the drum and top 
of the drum, a deflecting plate 
extending from the front wall to 
the rear wall and having a part 
disposed transversely between 
the plate and top of the drum to 
provide independent flues, baffle 
plates depending from the side 
edges of the plate and having 
their lower edges spaced from 
the bottom of the drum, an in- 
termediate baffle plate having its 
lower edge connected to the bot- 
; tom of the drum and its upper 
edge disposed above the lower edges of the first named baffle 
plates, and a pipe leading from the stove to one of the flues 









So See mowers sccbee, 
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1,218.212 
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for directing the products of combustion into the adjacent 
flue, whereby the products of combustion will pass around the 
baffle plates and to the remaining flue, as and for the purpose 
set forth. 


~-oo 


PENNSYLVANIA STOVE SALESMEN- WILL 
GIVE SMOKER IN APRIL. 
Preparations are under way for a “Smoker” and 
entertainment to be given by the Stove Salesmen’s 
Association of Pennsylvania in April at Hotel Wal- 
ton, Philadelphia. 


COOK STOVE PATENTED. 


Under number 1,212,458, United States 
rights have been granted to Ransom W. Davenport, 


Detroit Stove 


patent 


Detroit, Michigan, assignor to the 


Works, Detroit, Michigan, for a cook stove described 
in the following: 


In a cook stove, the combination 
with an oven provided with top, end, 
bottom and rear flues, of a rear wall 
for said oven having a swell or rear- 
ward extension therein beyond said 
bottom flue and in front of said rear 
flue, a burner extending horizontally 
in said swell or rearward extension 
above the plane of the oven bottom, 
and a removable false bottom for 
said oven above said burner having 
means for intercepting the escape of 
gases to the front. 

eet CED 








ATTENTION TO DETAILS ESSENTIAL TO 
SUCCESES IN SELLING. 





Successful retail selling rests upon a thousand and 
one details all performed well. Good retail sales- 
manship consists in making all the conditions right 
for the display of merchandise under favorable con- 
ditions, and then in showing the merchandise in detail 
just as the customer wants it shown. 


OBITUARY. 


Charles I. Dangler. 

Charles I. Dangler, son of David Dangler, the 
founder of the Dangler Stove Company, Cleveland, 
Ohio, which is now a division of the American Stove 
Company, died recently at Glen Springs, New York. 
He was born in Pennsylvania. For many years he 
was associated with his father in the stove manufac- 
turing business in Cleveland, but upon retiring became 
a resident of Lake Forest, one of the north shore 
suburbs of Chicago. He is survived by his two sons, 
Henry C., an architect, and David, who is connected 
with the National City Bank of Chicago. The funeral 
services at his late residence in Lake Forest, Monday, 
January 29th, were attended by many of his former 
social and business friends. 

_ ae 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Retailer 








AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west= 
ern hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 








The Wright Wire Company, Worcester, Massachu- 
setts, has let a contract for the erection of a two story, 
64x230 foot addition. 

The Napier Saw Works, Springfield, Massachu- 
setts, has been incorporated with a capital stock of 
$1,000,000 by Charles Napier, president; Charles H. 
Parsons, treasurer, and Fred T. Ley. 

The Hanna Handle Company, Macon, Georgia, in- 
corporated with capital stock of $15,000 and privilege 
to increase to $100,000 by Clay Hanna, W. M. Fowler 
and others, plans to manufacture handles for tools. 


The Snyder Keyless Padlock Manufacturing Com- 
pany, 48 Hudson Street, New York City, has been in- 
corporated to manufacture keyless locks by H. Kahrs, 
S. Schneider and B. Snyder. The capital stock is 
$50,000. 

A new office building, warehouse and shop addition 
will be erected by the Washington Cutlery Company 
at Watertown, Wisconsin. Plans are being prepared 
for a brick and mill building, two stories and basement, 
45x60 feet. 

The Bancroft Razor Company, Worcester, Massa- 
chusetts, has been incorporated with capital stock of 
$10,000. The directors are Charles A. Hamilton, 
President; C. Gustaf A. Hammarberg, Treasurer, and 
George P. Hughes. 

The Martin Specialty Corporation, 21 Park Row, 
New York City, has been incorporated to do a whole- 
sale business in builders’ hardware and _ electrical 
household specialties, etc. The capital stock is $35,- 
ooo, and the incorporators are M. Moses, Jr., J. N. 
Schneider, Jr., and B. B. Crombie. Catalogs are re- 
quested. 

The Tower Manufacturing Company, Cincinnati, 
Ohio, has purchased the plant of E. Johnson Yarn and 
Cordage Company at Madison, Indiana, at a cost of 
$12,500. The purchasing company will use this bu:ld- 
ing for a new tack factory to take the place of its 
plant at Madison which was damaged by fire last 
December. 


_—_—_—_ Oo ?7-o 


AMERICAN HARDWARE MANUFACTURERS 
START BIG MEMBERSHIP CAMPAIGN. 





Arthur B. Birge, Anderson, Indiana, chairman of 
the Membership Committee of the American Hard- 
ware Manufacturers’ Association, has just started a 
campaign by which it is hoped to add a large number 
of new members to the Association before the great 
Convention which is to be held April 17 to 20 at 


Houston, Texas, and all the members are urged to 
co-operate in the very worthy movement as the Asso- 
ciation has been instrumental in accomplishing much 
for the betterment of conditions in the hardware field 
and with'a wider membership can accomplish still 
greater results. 


+ee 


ILLINOIS RETAIL HARDWARE DEALERS WILL 
OPEN WITH GET=TOGETHER MEETING 
TUESDAY NIGHT. 


Although the official “opening” of the Illinois Retail 
Hardware Association's Annual Convention is set for 
Wednesday morning, February seventh, all members 
are urged to be on hand Tuesday evening for the big 
“Get-together Meeting’? which Secretary Leon D. Nish 
says, will be a very interesting one. This meeting will 
be held in the Convention Hall, 611 East Jackson 
Street, Springfield, one block from the Leland Hotel. 


-eo ——— ———— 


PITTSBURGH RETAIL HARDWARE DEALERS 
ELECT OFFICERS. 





At the Annual Meeting of the Pittsburgh Retail 
Hardware Dealers’ Association, held Friday, January 
26th at I‘ort Pitt Hotel, seventy members were pres- 
ent and partook first of a fine dinner, after which the 
election of officers took place, as follows: 

President—George Saupe. 

‘irst Vice-president—Samuel Waring. 

Second Vice-president—Casper Peppel, re-elected. 

Third Vice-president—Theodore Backoefer. 

fourth Vice-president—A. R. Smith. 

Secretary—-Charles W. Scarborough, re-elected. 

Treasurer—Samuel McKnight, re-elected. 

TEXAS ENTERTAINMENT COMMITTEE FOR 
BIG HARDWARE CONVENTIONS 
PLANS FINE PROGRAM. 


A meeting of the Texas [Entertainment Committee 
for the Conventions of the Southern Hardware Job- 
bers’ and American Hardware Manufacturers’ Asso- 
ciation which will take place April 17 to 20 at Hous- 
ton, Texas, will be held February roth at Houston, 
when plans for the entertainment of the delegates and 
other guests will be further discussed. It is confi- 
dently expected that the program will be the “best 
ever,” 

As previously announced, one of the features will 
be a real, old-fashioned “Round up” of “cowmen,” 
with all the best “throwers,” trick riders, “bulldog- 
gers,” etc., performing, thus giving the visitors a view 
of the men whose “trade” is now on the wane and of 
whom in a few years we shall be able only to read. 
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CLEVELAND HARDWARE COMPANY 
CONDUCTS ENTERTAINMENTS AND 
LUNCHEON PARTIES FOR 
EMPLOYES. 


Charles E. Adams, President of the Cleveland Hard- 
ware Company, approves of the idea that “all work 
and no play make Jack a dull boy,” so he hae provided 
means by which the employes in the Company’s big 
plant at Lakeside Avenue and East 45th Street, Cleve- 
land, Ohio, can have good, wholesome pleasures dur- 
ing their lunch hour as well as on certain evenings 
each month. 

A large room is used for the “self-serve” 
and at one end there is a space reserved with player 
piano for those who wish to dance. Billiard tables 

re provided and at the small tables those who care 
may enjoy a game of cards. The men and boys eat 
at long tables at the other end of the room, while the 
girls use the small tables. 

Monthly supper parties are also held in this room 
the employes bring their families and 
moving pictures 


luncheon, 


at which 
friends. 
and dancing are given. 


Entertainments of music, 


-eo 


WAR DEPARTMENT TAKING CENSUS OF 
HARDWARE FOR USE OF ARMY. 


The War Department of the United States has re- 
quested contractors in the large cities to forward lists 
of such tools and materials as they may have on hand 
which would be of use to an army in the field. It is 
explained in a circular letter containing the request 
that the statistics were wanted in connection with the 
“preparation and revision of projects for national de- 
fense.” Among the articles mentioned were axes, 
crowbars, wire cutters, hammers, mauls, picks, pliers, 
posthole diggers, saws, shovels, nails and spikes; and 
both barbed and smooth. 


—_—e 


FREDERICK W. SYKES NOW A MAJOR IN 
UNITED STATES RESERVE CORPS 
OF OFFICERS. 


wire, 








I‘rederick W. Sykes, manager of the Chicago Sales 
Department of the American Steel and Wire Com- 
pany, has been commissioned a quartermaster major 
in the United States army officers’ reserve corps. 
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WRITE FOR COPIES OF THIS BOOKLET OF 
PERMIT FORMS FOR HUNTERS. 








A booklet of shooting permit forms which will no 
doubt be greatly appreciated by the numerous hunters 
throughout the country has just been issued by F. I. 
du Pont de Nemours and Company, Wilmington, Del- 
aware. It contains ten small permit slips upon which 
the shooter gets the signatures of the owners of the 
land in the territory in which he desires to hunt. The 
slips are neatly clasped in a cover and in this form 
will not become soiled, crumbled or lost as often hap- 
pens to small, single pieces of paper. Retail hardware 
can obtain copies of this booklet for distribu- 
tion to their customers by addressing E. I. du Pont 
de Nemours and Company, Department 12, Wilming- 
ton, 


dealers 


Delaware. 


February 3, 1917. 


PROGRAM FOR NINETEENTH CONVENTION 
OF ILLINOIS RETAIL HARDWARE 
ASSOCIATION. 


The following well planned program has been ar- 
ranged for the Nineteenth Annuai Convention of the 
Illinois Retail Hardware Association, at Springfield, 
February 6, 7, 8 and 9: 

Tuesday, February 6. 
7:30 P. M.—Get-together Meeting. Delegates, guests and 
ladies gather at Convention Hall, 611 East — Street. 
Wednesday, February 7, 10 A. M. 
Registration. 
Music. 
Opening of Convention, by President R. L. Mason. 
Reports of Officers. 
Announcement of Committees. 
Address—James W. Fisk, Indianapolis: 
Pay and the Art of Collecting.’ 
(This address will be conducted on the Open Forum 
Plan. All members invited to assist in the discussion. ) 
Wednesday Afternoon. 
1:30 P. M.—Some interesting pictures. 


“Making Credits 


2:00 P. M.—Address—James W. Fisk, Indianapolis: “The 
Cost of Doing Business.” 
3:00 P. M.—Illustrated Lecture—“Fire Prevention,” by a 


representative from the State Fire Marshal Office. 

4:00 P. M.—Annual Meeting of Subscribers of Hardware 
Underwriters. 

Reports of Advisory Committee. 

Report of Manager L. D. Nish. 

Selection of two members of Advisory Committee. 


Thursday, February 8. 

Music. 

Committee Reports. 

Address—“Buying, Selling, Management.” J. S. Knox, 
Cleveland. (Open Forum. All participating.) 

1:30 P. M.—Interesting Pictures. 

Music. 

Address by M. L. Corey, National Secretary, Argos, Indi- 


ana. 

Question Box. 

It is planned to divide the Assemblage for this occasion 
into four groups. The grouping as near as may be will be 
according to population of your home towns. Each group 
will have a separate room where questions peculiar to your 
size Community can be discussed without feeling that it is 
necessary to make a speech. 

Friday, February 9, 9:30 A. M. 

Interesting Pictures. 

10:00 A. M.—Music. 

Reports of Committees. 

Address—E. B. Moon, 
ness.” 

Open Forum Discussion. 

Election of Delegates to National Convention. 

Reports of Committees. 

1:30 P. M—Meeting of Board of Directors. 


BOOKLET GIVES DESCRIPTIONS AND USES 
OF FILES TOGETHER WITH HINTS 
ON FILING. 


Chicago, “The Community's Busi- 





Every salesman of tools will no doubt find it of 
great advantage to study the interesting little booklet 
“File Filosophy,’’ which is issued by the Nicholson 
File Company to supplement their catalog. This 
booklet is strictly impartial and its contents apply to 
all files alike, whether made by the Company or by 
others, in this country or abroad—hence its informa- 
tion will be of great value to everyone connected with 
the manufacture, sale, or use of files. One section 
is, for instance, devoted to the “Uses of files” and in 
this the more common files are briefly described and 
their uses stated. For the sake of simplicity, a regular 
course has been pursued throughout the descriptions. 
I"irst, they are classified according to cross sections, un- 
der the heads of quadrangular, circular, triangular and 
Treating each individual file, the 
next, the shape or outline is 


miscellaneous. 
cross section is shown; 
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specified, as blunt or taper; then follows the character 
of the teeth, as single, double or rasp cut; then the 
degree of coarseness of the teeth, as bastard cut, sec- 
ond cut, etc.; and last, the length of the file is given. 
A statement of some of the common lines of work 
upon which the file is used concludes the treatment, 
and the chapter is prefaced with a brief general de- 
scription which shows how files are divided and classi- 
fied, and defines the terms employed. Copies of “File 
Filosophy,” together with the catalog of Nicholson 
Files, can be obtained upon request, from the Nichol- 
son File Company, ‘Providence, Rhode Island. 


@ 
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UNIQUE WAY OF CALLING ATTENTION TO 
UNIFORMITY OF CONSTRUCTION 
OF HAMMERS. 





In a letter from H. C. Stoddard, Manager of the 
Hardware Department of the Peck Company, St. 
Johnsbury, Vermont, to Vaughan & Bushnell Manu- 
facturing Company, Chicago, the following unique 
method of calling attention to the uniformity in 
weight and “balance” of the “V. & B.” hammers is de- 
scribed : 

To THE VAUGHAN & BUSHNELL MANUFACTURING 
COMPANY: 

Your Mr. Crowe, of Boston, came into our store 
a few days since and demonstrated the superiority of 
“V. & B.” hammers over other makes, and I was so 
surprised that I am now a “V. & B.” enthusiast. 

We have now placed in our window on a strip of 
plate glass six “V. & B.” hammers together with six 
ot another well known make, balanced on their claws. 

The six of the former were perfect in alignment, 
the handle ends being in one straight line, while of 
the other six no two handle ends stood at the same 
angle, and one of the hammers insisted on lying flat, 
while another was bound to stand on its head. 

The hamnters of both makes were taken from the 
original “half dozen” boxes in which they were 
shipped. 

I have made a sign and placed between the two 
groups with this inscription: 

“Note the even balance of Vaughan & Bushnell 
hammers, as compared with the other makes. Come 
in and ask for demonstration.”’ 

We will now await results. [ have the goods that 
I am not afraid or ashamed of talking about. 

Yours truly, 
H. C. Sropparp, 
The Peck Company. 
St. Johnsbury, Vermont, January 26, 1917. 
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WRITE FOR THIS NEW TOOL CATALOG TO 
BE ISSUED SOON. 





The Goodell-Pratt Company, Greenfield, Massachu- 
setts, manufacturers of the well and favorably known 
“1500 Good Tools” for carpenters, machinists and 
other mechanics, announce that they will soon issue 
their greatest tool catalog, illustrating and describing 
the features of this extensive line. A partial list of 
the tools that will be dealt with in the catalog, named 


“Tool Book 13,” includes automatic and bench drills, 
bench grinders and lathes, bit braces, breast drills, cal- 
ipers, glass cutters, hacksaws, hand drills, gauges, 
levels, squares, screw drivers, steel rules, vises and 
wrenches. The new book will undoubtedly make a 
valuable addition to the trade library of every retail 
hardware dealer, and steps should be taken at once to 
reserve a copy by writing to the Goodell-Pratt Com- 
pany, Greenfield, Massachusetts. 





2 
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PLACING OF ORDERS NOW FOR LAWN 
MOWERS HIGHLY ADVISABLE. 


According to lawn mower manufacturers, it would 
be far better for the retail hardware dealer to order his 


NX 


lawn mower now, than to 





later wish that he had. How 
well dealers appreciate the 
logic of this advice is 
shown in the statement of 
the Pennsylvania Lawn 


Pennsylvania Qualit 
owe a" Mower Works, that the 


quick response to their suggestion, that conditions 


made it wise to place orders without delay, has placed 
upon their books the largest volume of business they 
have ever had so early in the season. Their product, 
it is said, has stood the test of a third of the century,. 
the Pennsylvania Quality Lawn Mowers being made 
of high grade steel and castings. Among the special 
features introduced by the manufacturers and em- 
bodied in this line, one of which is pictured herewith, 
are the open cylinder, the open wheel, the train of 
gears, the self sharpening device, and the ball bear- 
ings. The catalog of the Pennsylvania Quality Lawn 
Mowers illustrates the various types in colors and 
gives complete descriptions and other details. Copies 
can be obtained by addressing the Pennsylvania lawn 
Mower Works, Philadelphia. 


~~~ 
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FLY TRAP PATENTED. 





rank D. Huntoon, Worcester, Massachusetts, as- 

signor to the National Manufacturing Company, 

Worcester, Massachusetts, has procured United States 

patent rights, under number 1,213,200, for a fly trap 
; described herewith: 





In a fly trap, an inclosure 
having bottom and side walls 
made of foraminous mate- 
rial, and a rigid member pro- 
viding an inturned annular 
flange for the support of said 
inclosure, said side walls of 
said inclosure being of great- 
er diameter than said flange, 
and having above said bottom 
an annular recess, whereby) 
the contraction of said walls 
permits the springing of said 
bottom within said flange, to 
retain the parts in operative 
position. 


























ee 





To ignore trifling annoyances, to avoid ultra fas- 
tidiousness. to condone human frailties, “remember- 


ing whereof we are all made’; to believe that the 


darkest hour is just before dawn—in a word, to make 
the best of things—is, besides making life a joy, to 


become a public benefactor. 
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Settling Dispute as to Responsibility for Goods Bought 
F. O. B. Factory 


By Witu1aM T. GormLEy, of the Bullard and Gormley Company, Chicago 








rom a retail hardware dealer, | am in receipt of 
a letter in which he states a problem which he is afraid 
will take him into court. 

Briefly, the situation 
which this retailer describes 
is as follows: 

Some time ago this man 
placed an order for a num- 
ber of washing machines, 
with a manufacturer, to be 
shipped to him f. 0. b. fac- 
tory. The washing ma- 





chines were crated, the bill 
of lading made out and the 





Reet alll 
William T. Gormiey. 


invoice mailed to the retail hardware dealer, but, ow- 
ing to the fact that it was late in the afternoon when 
the crating of the machines was finished, they did not 
leave the factory, although as claimed by the manu- 
facturer, they had been placed in the freight car at 
the factory’s railroad siding. 

During the night the warehouse and shipping plat- 
form caught fire and this was communicated to the 
freight car, which was partly destroyed, together with 
its contents. 

Owing to the fact that the dealer’s place of busi- 
ness was a considerable distance from the factory, he 
paid the bill, taking the discount allowed for payment 
ten days after date of invoice but, of course, did not 
receive the washing machines as they had been burned. 

Now he wants to know against whom he should 
make his claim—the railroad company or the manu- 
facturer. 

The manufacturer claims that, inasmuch as the 


washing machines had been placed in the railroad car , 


his responsibility ceased and that it is up to the rail- 
road company to make good for the loss. 

The claim agent for the railroad company holds that 
the bill of lading had not been signed by the local 
freight agent and that, therefore, the railroad company 
had not accepted responsibility for the shipment. 

In the meantime, the retail hardware dealer has paid 
out his money and has no washing machines. 

While, of course, I do not lay claim to a complete 
knowledge of the laws which may apply in this case, 
it would appear to me that the responsibility lies with 
the manufacturer—for two reasons: 

In the first place, the sidetrack upon which the rail- 
road car stood, no doubt, was a part of the manufac- 
turer’s property and any material or manufactured 
product stored on this property by the manufacturer 
must certainly be supposed to be under his control. 

In the second place, the railroad company had not 
signed the bill of lading, so that even if the washing 
machines had been placed in its car, it could not be 
said to have accepted any responsibility for the safety 
of the shipment. 


There is little question in my mind but that the dis- 
pute can be amicably settled provided, of course, that 
neither the manufacturer nor the retailer “get hot 
headed,” for certainly the manufacturer must appre- 
ciate the fact that if he does not do his utmost to de- 


liver “value received” to the retailer for the money 


which he has accepted, he can no longer expect to do 
business with him, nor will his reputation as a reliable 
manufacturer be enhanced if he lets the case go into 
court and then is forced to make up another shipment 
of washing machines or return the money which was 
paid by the retailer. 

I believe that, under the circustances, the retail hard- 
ware dealer in question might do well to lay this mat- 
ter before the officers of his State Association and 
have them take it up with the manufacturer, if the 
latter remains obdurate, and I think the retail hard- 
ware dealer would be fully justified in taking such a 
step before he entered into court proceedings. He 
would not only save money and trouble, but he would 
make use of his Association affiliations in a way which 
is absolutely proper. In fact, this would appear to me 
to be one of the instances where the value and benefit 
of organization should demonstrate itself. 


/ 
a 


Chicago, January 30, 1917. 
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PATENTS MITER AND TRY SQUARE. 


Christian Bodmer, New: Britain, Connecticut, as- 
signor to The Stanley Rule and Level Company, New 
Britain, Connecticut, has secured United States pat- 
ent rights, under number 1,213,578, for a miter and 
try square described herewith: 

In a tool of the 
\ character set 
= forth, a tool stock 
, having straight 
edges at opposite 
sides thereof - 
RC ” a slot extend- 
ETI ET ln | ing therethrough 
ae from one straight 
Wuiuiwii! edge to the other 
straight edge, a 
blade seated in 
said slot and 
formed itself with 
a longitudinal slot 
and a_ clamping 
bolt mounted in 
the tool stock and 
provided with a pivot pin working in the slot in the blade 
to thereby permit of the blade being swung on said pivot from 
co-operating relation with the straight edge on one side of the 
tool over into cooperating relation with the other straight 
edge on the opposite side of the tool with a seat on each side 
of the pivotal mounting for said blade, said seats being posi- 
tioned to simultaneously engage one side edge of said blade 
to > gma establish the angular position of said blade and 
stock. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 








NEATLY=ARRANGED WINDOW DISPLAY OF 
PAINTS, OILS, AND POLISHES. 





In the illustration herewith is shown a neatly-ar- 
ranged, symmetrical window display of paints, oils 
and polishes, which received Honorable Mention in 
AMERICAN ARTISAN AND HARDWARE ReEcorpD Window 
Display Competition. It was arranged by James EF. 
Ferguson for the Jordan Hardware Company, Wil- 


limantic, Connecticut. 
The spirit of this window display was nicely ex- 





Over the arch, branches of autumn leaves were taste- 
fully arranged, imparting added beauty to the setting. 

The floor of the window was trimmed with a varied 
assortment of cans and bottles, containing paints, oils, 
polishes and similar items. Exact symmetry was the 
keynote of the arrangement, and the numerous pyra- 
mids of containers were becoming to the eye. Color 
charts and advertising cards illustrating the uses of 
the materials lent further interest to the window dis- 
play, all being arranged to vroperly balance and to 
emphasize the symmetry. 








Window Display of Paints, Oils arid Polishes Which Was Awarded Honorable Mention in AMERICAN ARTISAN AND 
HARDWARE RECORD Window Display Competition. Arranged by James E. Ferguson for Jordan 
Hardware Company, Willimantic, Connecticut. 


pressed by a framed card mounted in the center of 
the window to the foreground, which read: 
“A little brush, 
A little paint, 
Makes things look ‘ 
Like what they ain't.” 

This bit of poetry proved. to be an effective “lead” 
and many remarks were made concerning its faculty 
for interesting the passers-by in the articles displayed. 

The window measured 12 feet wide and 8 feet deep. 
White, blue and gray were the chief colors used, a 
splendid setting for the arrangement being provided 
by the blue velour curtain forming the background. 
The floor was covered with green oatmeal paper, and 
the arch construction was of wood, finished in white, 
with gilded lions’ heads at the top of the columns. 


According to the owners, many sales were traced 
to the window display, customers being drawn by the 
framed card in the center and then interested further 
by the neat, attractive exhibit. 

NEW ENGLAND AND CONNECTICUT 

HARDWARE ASSOCIATIONS TO ATTEND 

NEW YORK CONVENTION. 


At the close of the Conventions of the Connecticut 
and New England Hardware Dealers’ Associations 
which will be held February 6 and 7, many of the 
members will go to New York City to attend the big 
Joint Convention of the New York State, and Penn 
sylvania and Atlantic Seaboard Hardware Associa- 


tions. 





omen 
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AMERICAN ARTISAN AND HARDWARE RECORD 
WINDOW DISPLAY COMPETITION DECIDED 








AMERICAN ARTISAN AND HarbWaArE Recorp Win- 
dow Display Competition, which closed on [‘ebruary 
first, marks another forward step in the campaign 
which has been carried on for many years by this pub- 
lication to improve the standard of window displays 
of retail hardware stores, and we feel gratified at the 
incontrovertible proof of the efficiency of this cam- 
paign which is furnished in the window displays sub- 
mitted in the competition which has just been decided: 
That an ever-increasing interest is being taken by re- 
tail hardware dealers and their employes in the win- 
dow display as an effective means of creating interest 
in and inducing sales of hardware and kindred lines. 

It is, of course, impossible to estimate in dollars 
and cents the value of the many window display com- 
petitions conducted by this publication to those who 
have participated in them. But it is safe to say that 
not a single competitor has regretted that he took part 
in any of them, because by this very action he made 
himself pay more attention than ever to producing 
good window displays of such merchandise as is usu- 
ally sold in hardware stores, and one of the results 
that has come to every competitor—be he a prize 
winner or not—is that his window displays have been 
productive of greater sales, which is of course the all- 
important feature. 

The competition which has now come to a close was 
by every standard the most successful ever conducted 
by AMERICAN ARTISAN AND HARDWARE REcoRD. Not 
only was the number of photographs submitted unusu- 
ally large, but the average character of the window 
displays was considerably higher, and for this the 
judges have given due credit to the efforts made by 
this publication. It is also interesting to know that 
photographs were received from almost every state in 
the union and from Canada, and that many small 
cities and towns were represented, which indicates the 
wide circulation of AMERICAN ARTISAN AND 
HARDWARE Recorp as well as the general interest 
taken by retail hardware dealers in all sections of the 
country. 

‘As will be noted from the list given in the following 
of the prize winners and of those who received Honor- 
able Mention, exhibits were entered from Canada, the 
far West, the South, the central states, the East, from 
the small country towns, and the large cities, thus 
indicating the general interest taken by retail hard- 
ware dealers and also the wide circulation of 
AMERICAN ARTISAN AND HARDWARE RECORD. 

Another point worthy of mention is the great 
variety of subjects treated—from the common, every- 
day household utensil to intricate machinery; tools of 
all kinds, silverware, clocks, stoves, ranges, electrical 
goods and automobile accessories. 

To all who participated in this competition, we 
extend thanks for their cooperation in making this the 


great success it proved to be. We know that every 
participant will profit by the interest taken, whether 
or not he was fortunate in winning one of the cash 
prizes. 

The three gentlemen who kindly consented to serve 
as judges are all well known in the hardware trade, 
and all of them are exceptionally well qualified to 
serve as such: 

Gustav G. Engelhardt is associated with his father, 
George A. Engelhardt in the retail hardware business 
at 1060 Milwaukee Avenue, Chicago, and has for sev- 
eral years filled the office of Secretary of the Chi- 
cago Retail Hardware Association. At the 1916 Con- 
vention of the Illinois Retail Hardware \Association 
he was elected a Director. He is a young man of 
progressive ideas. 

William T. Gormley needs no introduction to read- 
ers of AMERICAN ARTISAN AND HARDWARE REcorRD, 
for his splendid articles on modern merchandising of 
hardware have for several years been a regular fea- 
ture of each week’s issue. Mr. Gormley is a member 
of the Bullard & Gormley Company, at State and 
Lake Streets, Chicago, and served as a representative 
of the wholesale hardware trade, as he has done on 
several similar occasions. 

Irving S. Kemp, Salesmanager of the Vaughan & 
sushnell Manufacturing Company, 2114-2130 Carroll 
Avenue, Chicago, is an excellent type of the pro- 
gressive hardware manufacturer. His successful rec- 


‘ord in promoting the sales of V. & B. tools through 


creative salesmanship—showing retailers how to sell 
these tools at a profit and how to increase the demand 
for them—entitles Mr. Kemp to a high place as a 
salesmanager. 





The decisions of the judges were reached only after 
much careful consideration, due not only to the large 
number of exhibits, but also to their general excel- 
lence. 

The photographs of the four window displays to 
which the $100.00 in cash prizes were awarded, as 
well as those to which Honorable Mention was given 
will be reproduced in fine halftone engravings, 
and published in subsequent issues of AMERICAN 
AR*ISAN AND HARDWARE RECORD, together with-de- 
tailed descriptions of how they were arranged, thus 
giving other retail hardware dealers and their em- 
ployes new inspiration toward better work in the art 
of window display. 

What the Judges Decided. 

The decisions of the judges follew: 
To Mr. DANIEL STERN: 

We, the judges in AMERICAN ARTISAN AND 
HARDWARE Recorp Window Display Competition 
which closed February 1, 1917, herewith submit 
our decisions regarding the winners of the four cash 





























prizes and also the names of those whose exhibits are 
entitled to Honorable Mention. 

It is only fair to the contestants to say that the de- 
cisions were arrived at only after much careful study, 
not only because of the large number of photographs 
submitted, but also because of the exceptional general 
excellence of the window displays, and we feel that to 
you much credit must be given for the splendid work 
which AMERICAN ARTISAN AND HARDWARE RECORD 
for years has been doing to educate the retail hard- 
ware dealer to make the most efficient use of his win- 
dows, and thus induce him to arrange handsome and 
sales producing window displays. 

The decision as to the four prize winners was unani- 
mous, even though it took considerable time to select 
these four out of the large number of very excellent 
exhibits. 

The packages containing the window displays were 
opened in the presence of the judges and as the photo- 
graphs were marked with anonymous names, the 
proper names and addresses being concealed in sealed 
envelopes, which were not opened until after the 
award was made, the conditions precluded any possi- 
bility of favoritism being shown. 

The main point taken into consideration by the 
judges was whether the window display had that in- 
herent selling power without which no window dis- 
play is truly valuable, the second consideration being 
its artistic appearance. Other points were the attention 
to detail and the ingenuity in producing an attractive 
and pleasing arrangement. 

We most heartily commend the efforts made by your 
publication to stimulate the interest in and the use of 
high class window displays among retail hardware 
dealers, and such competitions as the one which has 
just come to a close, as well as the many others which 
have been conducted by you, we believe, have been 
very largely instrumental in bringing about the present 
high standard in hardware window displays. 

These Window Display Competitions have their 
greatest value—not in the rivalry aroused between the 
contestants but in the education which the publishing 
of these window displays as a regular weekly feature 
of AMERICAN ARTISAN AND HarbWArE Recorp thus 
furnishes to its thousands of subscribers among retail 
hardware dealers—and the pages on which these win- 
dow displays are reproduced and described will no 
doubt be used as a valuable means of reference by 
many who did not take part in this competition, 
thereby affording them an opportunity to improve on 
their own ideas and methods. 

After careful consideration of the exhibits in the 
manner above stated, the judges have made the fol- 
lowing awards: 

First prize to the photograph marked “38d.” 

Second prize to the photograph marked “28a.” 

Third prize to the photograph marked “33.” 

Fourth prize to the photograph marked “24.” 

(Signed ) 
WILLIAM T. GORMLEY. 
TIrvinG S. Kemp. 
Gustav G. ENGELHARDT. 

After the prizes had been awarded in accordance 
with the rules of the Competition, the sealed en- 
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velopes containing the names and addresses 02 the ex- 
hibitors were opened and the identity of the prize win- 
ners revealed, as follows: 


First prize, $50.00 in cash, to John E. Hardy, 
Honeyman Hardware Company, Portland, Oregon, 
for exhibit “38d.” 

Second prize, $25.00 in cash, to H. W. Goeller, 
Palace Hardware Company, Erie, Pennsylvania, for 
exhibit “28a.” 

Third prize, $15.00 in cash, to Charles F. Byford, 
Bond Hardware Company, Guelph, Ontario, for ex- 
hibit “33.” 

Fourth prize, 
Kicher & Graft, 
‘ 

Honorable Mention was awarded to the following 


$10.00 in cash, to Homer Graft, 
Scottdale, Pennsylvania, for exhibit 


whose window displays, while not of as high excellence 
as the four mentioned in the foregoing, were deemed 
worthy of special notice by the judges. 

A. Ruhling, Birchwood Hardware Company, 1543 Jarvis 
Avenue, Chicago. 

B. S. Ham, Gray & Dudley Hardware Company, Nash- 
ville, Tennessee. 

A. J. Mohr, Chambersburg, Pennsylvania. 

O. M. Weston, Owenhouse Hardware Company, 
man, Montana. 

George Bartel, Magee Hardware Company, Winchester, 
Indiana. 

Walter J. Smith, Odell Hardware Company, Greensboro, 
North Carolina. 

EK. EE. Closkey, Weed & Company, Buffalo, New York. 

Bernard L. Grayson, N. M. Lazarus Company, Charles- 
ton, South Carolina. 

Harold W. Parr, The Fawcett Hardware Company, Sas- 
katoon, Canada. 

J. F. McDonald Bingham, 
Toronto, Canada. 

James E. Voorhees & Son, Bushnell, Illinois. 

G. C. Franklin, L. P. Smith Company, Fulton, New York. 

Robin A. Frayser, Howell Brothers, 602 East Broad Street, 
Richmond, Virginia. 


30ze- 


129 Annette Street, West 


Kk, L. Aye, John O. Broman, 6812 Wentworth Avenue, 
Chicago. 

H. A. Taylor, 2777 Atlantic Avenue, Brooklyn, New 
York. 

Jornt Brothers, 117 Milwaukee Avenue, Kenosha, Wis- 
consin. 


Vonnegut Hardware Company, Indianapolis, Indiana. 

Walter Payne, Garfield Hiatt, Winchester, Indiana 

W. P. Ulefson, J. A. Mahoney, Incorporated, Deming, 
New Mexico. 

C. W. Utgard, Amherst, Wisconsin. 

Reed Brothers, Casey, Towa. 

red Kunter, the Bullard & Gormley Company, 175 North 
State Street, Chicago. 

Rudolph Heyse, 28 
Springs, Colorado. 

Paul H. Kemp, Kemp-Hibler Mercantile Company, I] 
dorado Springs, Missouri. 

A. J. Hovekamp, Pickering 
cinnati, Ohio. 

V. J. Kraus, the Kraus Hardware Company, Port Wash 
ington, Wisconsin. 

JR; Patton, -L. 


ach of the three judges made a personal statemeni 


North Tejon Street, Colorado 


Hardware Company, Cin- 


S. Ayres Company, Indianapolis. 


also, which is of interest to every retail hardware 
dealer or any of his employes, for in these statements 
they may see just how the various exhibits appealed 
to the judges—thus obtaining a good idea of how the 
man or woman “in the street” would regard the win- 
dow displays: 


Statement of Irving S. Kemp. 


Mr. DANIEL STERN: 

While a salesmanager for a hardware manufacturer 
may possibly be supposed to be less interested in the 
methods employed by retail hardware dealers to push 
their business, than in methods by which he can sell 
more of his goods to them, the fact remains that the 
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progressive salesmanager is very much interested in 
what the dealer does, for it stands to reason that the 
more goods the retailer sells the more he will buy. 

So I was very much pleased to comply with your re- 
quest to serve as a judge in the Window Display Com- 
petition which has just come to a close, and I want to 
express my appreciation of the splendid work you are 
doing along this line, as well as along many others, to 
increase the efficiency of the retail hardware dealer. 

It was a genuine pleasure to me to note the many 
excellent window displays that were submitted. In 
fact, the very large majority of them were of high 
order. 

The points to which I gave the principal considera- 
Will the window display actually 
General 


tion were these: 1. 
sell goods? 2. Care in arrangement. 3. 
appearance. 

Permit me again to express my appreciation of this 
opportunity to learn more of the manner in which 
progressive retail hardware dealers use their windows 
to increase their business. 


Yours very truly, 


Swing (dvs 


Chicago, February 1, 1917. 

Statement of Gustav G. Engelhardt. 
Mr. DANIEL STERN: 

3eing engaged in the retail hardware business in one 
of the neighborhood trading centers of Chicago where 
competition is keen, I was naturally very much inter- 
ested in examining the many excellent window dis- 
plays, and I can truthfully say that I was impressed, 
not only by the general attractiveness of most of them, 
but especially by the distinct effort in many of the 
exhibits toward the personal appeal to the passer-by. 

These window displays were not just “dead” ar- 
rangements. They had the “something” in them that 
would arrest a man’s attention while walking by the 
store. They called to him to stop and see what the 
store had to offer on that particular occasion. They 
were sales producers—and that after all is the impor- 
tant point rather than the mere matter of precision in 
arrangement. 

I want to say also that many a one of Chicago's 
retail hardware dealers can learn much from some of 
the window displays that were submitted from dealers 
in small cities and country towns. A careful study of 
the window display stories published from week to 
week in AMERICAN ARTISAN AND HARDWARE REcoRD 
is in itself a splendid course in the window display art. 


Respectfully yours, 


Chicago, February 1, 1917. 
Statement of William T. Gormley. 
Mr. DANIEL STERN: 
It has been my pleasure to act as a judge in your 
Window Display Competition upon several occasions, 
and I am free to say that you have reason to feel 
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proud over the very decided improvement in window 
display work which I have been able to note from ob- 
serving the several hundred exhibits of this and former 
Competitions. 

If there is any one feature to which | should call 
special attention at this time, it would be that window 
displays of hardware need show cards and price 
tickets to make them “speak,” just as much as do 
window displays of groceries, candy, clothing, shoes 
or any other line of merchandise, and possibly a little 
more. As no salesman can be expected to “make a 
sale” unless he names the price of what he had to sell, 
so will the window display lose much of its efficiency 
as a sales producer if price tickets are omitted. 

It may be a coincidence, but the fact is that all three 
judges were a unit in choosing the four window dis- 
plays that were entitled to the four cash prizes. 
Whether or not this was a coincidence, I feel quite cer- 
tain that in thus arriving at a unanimous decision, we 
First—sell- 
Third— 


were guided by the same considerations. 
ing force. Second—idea behind the plan. 
execution of the plan. 
Again expressing my sincere appreciation of the 
good work you are doing for the hardware irade, I am, 
Yours sincerely 


Irs f 


Chicago, February 1, 1917. 





MEANS FOR SUSPENDING SLIDING DOORS 
PATENTED. 


Ellis J. G. Phillips, Aurora, Illinois, assignor to 
Richards-Wilcox Manufacturing Company, Aurora, 
Illinois, has been granted United States patent rights, 
under number 1,213,249, for a means for suspending 
sliding doors, described herewith: 


The combination with a sliding door suspended from an 
overhead track, the suspending means including a bar lying 
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over and pivotally connected to the door near the forward 
edge thereof, of means for detachably connecting said bar to 
the door adjacent to the other edge thereof, an arm attached 
to a fixed support, and a device carried by said bar and 
adapted to have locking engagement with said arm when said 
door has been moved on its track to open position, said en- 
gagement of such device with the arm holding said bar 
against longitudinal movement when the door has been swung 
away from the doorway. 








a 


” 


“Many a self made man would be happier if he 
could blame the job on somebody else.” 
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Indiana Retail Hardware Dealers 
in Eighteenth Annual Convention 








The Eighteenth Annual Convention of the Indiana 
Retail Hardware Association was held at the German 
House, Indianapolis, January 30th and 31st and Febru- 
ary first with a good attendance. 

On the Monday preceding, a meeting of the Ex- 
ecutive Committee was held at which a number of 
matters connected with the affairs of the Association 
activities during the past year were considered and 
acted upon for final report to the Convention. 

The Opening Session was called to order at 2 
o'clock Tuesday afternoon, with President I. Barrott, 
Lawrenceburg, in the chair. 





E. Barrott, 
Retiring President 
Indiana Retail Hardware Convention. 


After the “Old Plantation Quartette” which proved 
so popular at the 1916 Convention had rendered a 
selection, the delegates sang “America” and following 
the invocation, President Barrott delivered his annual 


address. 
Address of President E. Barrott. 

I appreciate the honor conferred upon me as your Presi- 
dent for which I take this opportunity of thanking you. 

For sixteen years the Indiana Retail Hardware Associa- 
tion has met in annual convention in this city. Each year 
has shown a gradual increase in membership and a satis- 
factory financial condition. 

We did not quite reach the 1,000 membership mark last 
year but passed it in November, and we have nearly 1,100 
members in good standing today. 

Quite a number of these new members are meeting with 
us for the first time. Let us give them a most cordial wel- 
come and make them feel at home. 

Association doctrine is founded upon a genuine “Live 
and let live” spirit. To know each other better, to encourage 
friendly good will and honorable conduct in our relations 
with one another and between local competitors means a 
brighter, better and more profitable business world. 

A town is only a center of a community, its progress 
or decay depends materially upon the get-together and pull- 
together spirit that prevails among its business men. 


Cooperation Is Key to Success. 
_ _ We have members in nearly every city, town and hamlet 
in Indiana. As a commercial organization the Indiana Retail 


- Hardware Association stands far in the lead and therefore the 


responsibility rests heavily upon our individual shoulders, to 
promote a more sensible and honorable cooperation, which 
means community protection and community property. It is 
high time we fealize that our worst competitor is not the 
dealer across the street, but the mail order fellows in Chi- 
cago. The main reason why they prosper is that we have 
been fighting one another instead of cooperating to oppose a 
common enemy. 
Indianapolis Ideally Located for Convention. 

It is the right of this convention to select your annual 
meeting place. We have come to Indianapolis year after 
year because of its location and ease of access from every 
part of the State. Nearly one half of our members can, by 
taking early trains, attend two sessions of convention and 
be back home before midnight. In no other state is the 
principal city so centrally located and this to a great extent 
explains our large attendance. Other cities, however, would 
like to secure our convention and no doubt their claims will 
be presented. In deciding this issue, we hope you will do 
so with the one idea in mind, the success of the Indiana Re- 
tail Hardware Association. 

We are pleased to have our exhibits up to our expecta- 
tions. You will find that the exhibitors are a fine bunch of 


. good fellows. Give their wares your personal attention and 


remember that they will appreciate your orders. 
Conditions Necessitat2 Education of Dealers. 

I wish to take a few minutes to speak of the trying con- 
ditions under which the retail merchant is now laboring. 
The unstable market has been and is at the present time a 
continuous nightmare to the retailer; the hardware dealers 
suffer most because of the great variety of merchandise they 
must carry. It is just such times as these we realize the 
necessity of educating the retailer into good business prin- 
ciples. 

Fortunately we are not beset by the immediate dis- 
asters of the war in our own country just now, but the 
greatest conflict the world has ever seen is disturbing the 
foundations of our commercial life and constantly changing 
the accustomed routine of the manufacture and distribution* 
of practically all lines to such an extent that we may apply 
the thought expressed above to market conditions of today. 

Advanced Prices Absolutely Essential. 

I have reference to the increased cost of raw materials 
in practically every line and the consequent steady advance 
in prices on goods that are so affected, thus making it neces- 
sary for you to put the advanced price into effect in your 
store from time to time as advances in all lines are made. 

In the history of the whole commercial world, there per- 
haps never was a time when a more careful, conservative, far- 
sighted business policy was necessary than is necessary right 
today. Clearly in the commercial world, this will mean a 
period during which it will be a case of the survival of the 
fittest and one of the points to watch more carefully than 
ever before is the question of putting the advance price 
into effect. 

How many times in the past year have you lost a sale 
because your competitor failed to see that the only means of 
protecting himself was to mark his prices in keeping with 
the soaring market? Or did you sacrifice your just profits 
in order to make your prices correspond with his? If you 
did this, how are you going to compensate for your losses 
when prices start to descend and you must sell your re- 
placed stock at a lower figure than your cost price? Most of 
us have been troubled with such competition and [ wonder 
how we are going to eliminate it. Such a merchant will in 
time eliminate himself, but we must exercise care so that he 
will not eliminate us also. 

Association Membership Solves the Problem. 

The only solution to the problem is to educate him and 
that means is this hardware association. Large steel “cor- 
porations appreciated the necessity of educating their com- 
petitors years ago and in some instances these big concerns 
loaned free of charge their high salaried engineers to com- 
petitors to show them how to figure costs of production so 
that they would not sell their products at a price lower than 
the manufacturirfe cost. 

Mail Order Houscs Cannot Make Good. 

Another thorn in our side has been the mail order 

catalogue. We should not even pretend to meet catalogue 
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prices on some goods at this time. The catalogue houses are 
turning down orders because they cannot afford to do it 
themselves. You will have a hard time to convince mail 
order supporters that this is the case and the only way to 
make them believe it is to tell them to try it. We did this 
to several customers and they were honest enough to come 
back after they had tried and failed and tell us that we 
were right. 

Never before in our history have we had a better chance 
to clean house. We are able to close out the stickers at a 
profit and get the market price on new and staple goods. 

Adjust Selling Policies to Cash Instead of Credit Basis. 

I wish to caution dealers to be particular about terms. 
The old days of long time, careless credits are fading away 
rapidly. There is no place for the dead-beat in modern busi- 
ness. Mr. Slow Pay finds it more difficult each year to 
secure supplies. 

Sell any man on credit more than he can pay for and 
there can be only one result. Cash dealing isdn the air. The 
mail order houses have proved this beyond dispute. We 
must adjust our selling policies to a cash instead of a credit 
basis. Give the cash buyer the bottom price and charge the 
credit man for whatever accommodation or extra service you 
may render. It takes effort and nerve to break away from 
the old fashioned customs, but self preservation demands it. 
This subject will receive much attention at this convention 
and its importance cannot be questioned. 

Fix Selling Prices Properly. 

No power in the whole universe can change costs. Sup- 
ply and demand make the price and so long as the cannons 
roar with destruction in its wake we may not look for any 
relief in the iron and steel industry of which much of our 
merchandise is composed. You may slightly reduce your 
overhead expense but the costs are fixed by your invoice. 
That being so, always base your selling price on the cost 
of your goods, allowing carefully for the overhead, the in- 
creased cost of doing business and the cost of rents, etc. 
Sut that alone is not sufficient; you must also watch the 
market closely and in selling remember the prices you will 
have to pay to replenish your stock. Provide for yourself a 
reasonable working profit, study the conditions closely, learn 
in every single case where you can, the reason for the in- 
creased cost on any particular line, so that when you come 
to talk to your customer, you can explain to him con- 
scientiously, intelligently and forcibly the reason. 

Local Organizations. 

This association has always favored the organization of 
local dealers and it is impossible to overestimate the good 
or efficiency that can be attained by such organizations. Meet 
your fellow dealers and talk over subjects pertaining to the 
best interests of your town. Locate your dead beats and 
make them respect you and your statements. Make them 
understand that when they get a dun or statement from you 


-that it is time to come and see you, pay their bills or make 


arrangements for settlement. 

B. G. Shanklind, Frankfort, made the report for 
the delegates to the 1916 Convention at Boston of the 
National Retail Hardware Association, after which 
Ernest N. Smith, Secretary of the Indianapolis Cham- 
ber of Commerce, outlined the work of the Sellers’ 
Congress. 

Governor James P. Goodrich, in his address on busi- 
ness legislation, said in part: 

That you hardware men of Indiana desire further to 
develop your honorable business is evidenced by the fact 
that you have formed a great organization and desire to co- 
operate for the benefit nat only of yourselves but of the con- 
sumer as well. The very fact that you have this organiza- 
tion is an evidence that you believe in modern efficiency and 
twentieth century business principles, and because you be- 
lieve in them you will be interested in the problems which the 
state administration is now seeking to solve in the interest 
of these principles. 

The tax rate has reached a point where it confiscates 
almost the entire income of many classes of property. It is 
driving capital out of the state and interferes with the 
greater development of our resources. 


The State House and many of the departments of local 
government are infested with useless officers and unnecessary 


‘burdens upon the back of the taxpayers of our state. 


There is pending before the Legislature many measures 
intended to relieve this situation and place the state’s gov- 
ernment on a more economical and efficient basis. You are 
concerned in these matters. If you believe these measures 
are in the public interest, that belief should be manifested 
a an extent as to make itself heardgin the legislative 
1alls 


Every Citizen Owes Duty. 
We hear much of the duties of the state to the citizens, 
and it is well to emphasize these things; but citizenship 
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means something more than a meal ticket. Every citizen 
owes a definite duty to the state and among these, none is 
more important than that of conveying to your representative 
in the general assembly your ideas with respect to pending 
legislation. 

They are your representatives and desire only to do those 
things that will meet the approval of their people, but if the 
people are silent, while selfish interests are loudly clamoring 
at the legislative halls for the passage of legislation to further 
their own personal ends, there is danger that members of 
the general assembly and those charged with the administra- 
tion of public affairs may mistake the voice of the lobby for 
the voice of the people. And so it occurs to me that while 
you are here discussing those matters which are of mutual 
interest to you and your particular business, it might be 
well to give some consideration to the matters now pending 
before the legislature and which, in my opinion, greatly affect 
the public welfare. 


With the announcement of committees, the session 


adjourned. 
Wednesday’s Sessions. 


At the Wednesday forenoon session which was an 
executive one, Secretary M. L. Corey, Argos, made his 
report, followed by those of Treasurer Charles E. 
Hall, Indianapolis, and of the Auditing Committee. 

J. S. Knox, the Cleveland, Ohio, expert on sales- 
manship, then delivered his address on “Buying, Sell- 
ing and Business Management,” after which he led 


the discussion pertaining to same. 
The annual report of Secretary Corey follows in 


part: 
Report of Secretary M. L. Corey. 

In our last year’s report we advocated the use of a 
field man who could call on members at their stores, 
discuss their individual problems and when desired suggest 
changes and improvements. 

This man could call on all dealers in a town, and 
promote more friendly co-operation. He should be compe- 
tent to talk to a general meeting of merchants, clerks or 
even farmers. 

He could suggest better store arrangement and de- 
partmentizing; explain business records and forms; ex- 
amine and write fire or liability insurance and recommend 
changes to reduce risk and decrease rates. 

During the past year we have spent some time and 
money in experimenting, mainly with the object of secur- 
ing reliable data. 316 Indiana members were visited at 
their store and every one cordially received our repre- 
sentative, although we had not paved the way with a 
notice of his coming. Over 50 of these merchants joined 
our Association at once and a number are in this meeting 
today. Every one filled out a blank questionnaire, copies 
of which will be distributed and explained later. 

The information thus obtained is carefully compiled, ’ 
giving us a correct estimate of the average trade situa- 
tion. Each card filed by itself shows a true picture of 
your individual store and its business history. 

You have no idea how valuable this is in the State and 
National Office, nor how it can be used for your advantage. 

This information is considered as confidential and will 
never be used in any objectionable way. 

The blanks are being filled out by the members of all 
affiliated State Associations. We want Indiana to have a 
complete record of every firm represented. 

Of the 216 members reported, one had been in business 
70 years, 5 over 50 years, 24 over 40 years and 43 over 30 
years—the average for all was 142/3 years. 

147 rented store building; 163 owned. 

Total stock of 310 dealers, $3,695,000; average $11,921. 

Total annual sales, $10,739,000; average $34,981. Small- 
est stock $2,000; largest, $70,000. 

Using the foregoing as basis of estimate, hardware 
dealers in Indiana carry a total stock of over $10,000,000 
and sell $35,000,000 annually. 

Lowest cost of doing business, 10 percent; highest, 
27 percent; average 17 1/5 percent. 

Highest number clerks, 16; lowest, 1; average 214 to 
store. 

231 usembers out of 306 carried mutual fire insurance, 
and 101 out of 196 mutual liability. 

Fire and Liability Insurance. 

The Wisconsin Mutual Hardware Insurance Company 
has complied with all the requirements of Indiana laws 
and been legally admitted to do business in our state. 
Members who have hesitated to take policies heretofore, 
on the ground that our Mutuals really had no legal status 
in Indiana, should dismiss this objection now. 

The Wisconsin Hardware Liability Company was 
somewhat handicapped in getting a Jate start in Indiana. 
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This company is reliable and worthy of your united sup- 
port. 

Several of the cut rate old line liability companies 
have failed during the year and a number of our members 
have been without safe protection as well as lost the 
money they paid for policies. 

Let me urge you with all earnestness to place your 
liability insurance with the Wisconsin Mutual. By doing 
this you make this company strong and enable them to 
return to you a substantial dividend. 

Mr. Jacobs, Secretary of the Wisconsin Companies, and 
Mr. Gray, Secretary of the Ohio Hardware Mutual, are 
both with us today, so you will not lack opportunity to 
get reliable insurance information at first hand. Mr. 
Jones is Well posted on Indiana insurance conditions. See 
him. 

Indiana hardware dealers, as a 
business men, rank very high. 

Our store btildings and stocks are above the average 
and yet our insurance Mutuals have not found as profitable 
a field here as they had reason to expect. 

Last year the Nationa! Board of Underwriters report 
that 24.8 percent of Indiana fires were due to preventable 
causes. Individual carelessness leads to the greatest fire 
hazard. When we can buy the best fire insurance for 50 
percent of the established price, it certainly is up to us to 
do everything in our power to reduce our risk and prevent 
loss. 

We have few members who do not now carry insur- 
ance in one or more of our Hardware Mutuals and we 
have fewer dealers still whe are not affiliated with the 
Indiana Association. 

Our field is so well developed that the expense of 
keeping a solicitor merely to seek new insurance or new 
members is no longer justified. 

Syndicate and Catalog Schemes. 

Hardly a week during the year but one or more in- 
quiries from members as to the wisdom of buying stock 
or making some sort of investment in syndicate or catalog 
schemes. 

Most of these hail from Chicago and nearly all prom- 
ise to solve your buying troubles. One of their salesmen 
canvassed Indiana rec cently, and repeatedly stated that his 
house was in position to furnish at cut prices regular 
goods from certain well known concerns whose names he 
gave. An emphatic denial from these manufacturers led 
to our sending out a warning letter to all members but 
not in time to prevent severai losing contracts from being 
signed. 
There never was a time when fakirs and frauds, stock 
selling and get-rich-quick schemes were more active, and 
hundreds of good merchants have been swindled during 
the past year. 

Nearly all of this loss could be avoided through use 
of your Association and a more friendly co-operation with 
other merchants. 


class, and as good 


Co-operation. 


Many of the larger agricultural papers are openly and 
strongly advocating community co-operation between 
merchant and farmer. A number of these editors have 
called at our office and we have at other cities met them 
by appointment. We believe they are sincere and that 
there is a common ground where we can join them to our 


mutual advantage. 
Mr. Moon will explain this tomorrow. 


In the afternoon, James W. Fisk, Indianapolis, Man- 
ager of the Retail Service and Business Systems De- 
partment of the Associated Advertising Clubs of the 
World and formerly in charge of the buying for a 
hardware stores in the Northwest, 
Collections, Expense Items and 
his address was followed by an 


chain of retail 
spoke on “Credits, 
3usiness Records” ; 
interesting discussion. 

Thursday’s Sessions. 

FE. B. Moon, a successful small town retailer, 
Director of the Community Development and Trade 
Betterment Department of Farmer's Review, Chicago, 
spoke at the Thursday forenoon session on “Changing 
Conditions and Trade Possibilities.” i 

This was followed by one of the characteristic ad- 
dresses of Thomas N. Witten, Trenton, Missouri, 
originator of the “Trenton Idea.” His subject was 

“How Big Is My Town?” and he pointed out that the 
size of a town is not limited by its corporation 
boundaries, but that it is just as large as the com- 


now 
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munity which it serves, and that the town belongs as 
much to the people in the country as it does to those 


who live “in” the town. 
At the closing session, Thursday afternoon, the re- 
ports of the Committees on Resolutions, Legislation 


and Nominations were rendered. 
The election of officers and members of the Execu- 
tive Committee resulted as follows: 
President—N. R. Stoner, Rochester. 
I‘irst Vice-president—T. L. McCarty, Fort Bratch. 
Second Vice-president—I‘red E. Weir, Ligonier. 


Charles FE. Hall, Indianapolis, and M. L. Corey, 
Argos, continue as Treasurer and Secretary respec- 
tively. 


Bahls, Lal‘ayette; A. 





Executive Committee—H. M. 
G. Broadie, Williamsport ; D. Ray DePrez, Shelbyville. 


M. L. Thomas, Corunna, is succeeded on the Ad- 
visory Board by E. Barrott, the retiring President. 
Conventionalities. 


The noon luncheon which was provided each day 
by the Convention Committee for the delegates was 
much appreciated and incidentally it tended to keep 
them on hand promptly for the afternoon sessions. 

The Ingman Matthews Company, South Bend, Indi- 
had a very attractive exhibit and their Rustless 
They also 


ana, 
Top Ranges attracted very much attention. 
showed their new have 
purchased the patterns and the business complete of 
Their exhibit was in 


gas ranges as they receiitly 


the baxter line of gas ranges. 


charge of C. D. Britton, Arthur Wallin, Dan Smith, 
G. M. Tenner and M. C. Close. 


It. C. Atkins & Company, Indianapolis, had a very 
attractive exhibit, being a glass front wall case showing 

Their ex- 
and rank 


a complete line of their different specialties. 
hibit was in charge of W. J. Montgomery 
Wells. 

The AutoStrop Safety Razor Company representa- 
tives were busy handing out numbers ,and the ex- 
hibitors and delegates who were fortunate enough to 
find their numbers were awarded an 
AutoStrop razor. Their exhibit was in charge of I. 
A. Miller, H1. Hl. Tlenoch and R. L. 

The Stove 


probably largest 


duplicate of 


Mason. 
had 
(german 


Company, Ironton, Ohio, 


exhibit in the 


l*oster 


the single 


Ifouse. They showed a complete line of their heating 
stoves and ranges, including the new Combination 
Range. Their interests were looked after by C. A. 


Cline, W. Myers. 

The Meyer I*urnace 
an enthusiastic gathering at all times about their ex- 
distributing pennants, 


D. Lackey and I, W. 


Company, Peoria, Illinois, had 


hibit, as they were cases of 
needles and a rifle cartridge containing a lead pene.]. 
had a Weir away to 


interior 


They steel warm air heater; cut 


construction. This exhibit was in 


1. Oliphant and Otto Grahs. 


show the 
charge of Dirk Meyer, J. \ 


J. FE. Decker, representing the Buffalo Sled Com- 
pany, North Tonawanda, New York, had an exhibit 


Auto Wheel coasters. Puffalo bob-sleds and their 


other specialties. 


Ik. Hall and [I. Neal, of the Hall Hardware 
Company, Indianapolis, were very busy distributing 


jumbo lead pencils and solid leather money purses. 
Incidentally they were showing a tine of their Victor 








34 AMERICAN ARTISAN AND HARDWARE RECORD 


warm air heaters, Neal’s patent register shields and the 
Improved Neal Auto Lock for Fords. 

Clark K. Woodburn was distributing an attractive 
match box as a souvenir. 

Tanner & Company, dealers in tinplate and special- 
ists in sheet metal workers’ supplies, showed a number 
of their leading specialties. They were distributing 
beautiful flowers to the lady visitors. Their+booth 
was in charge of Gordon Tanner, N. C. Apgar and 
Ben Booth. 

The American Steel & Wire Company had _ head- 
quarters just as you entered the German House. They 
were distributing carnations to the ladies and were 
represented by H. C. Pellatly, H. A. Squibbs, B. A. 
Swindell, L. G. Orr, F. E. Fuller, R. B. Hodgins, A. 
L. Brown and H. R. Sachse. 





EVERY FARMER A PROSPECT FOR SAUSAGE 

‘ AND LARD=MAKING OUTFITS. 

In common with other food substances, pork prod- 
ucts are ‘way up in price these days and consequently 
many farmers are wise enough to do their own 
“killing.” It is said that more than twice as much 
can be made out of a hog if turned into country lard 
and sausage at home than if sold “on the hoof,” and 
farmers are quickly becoming aware of this fact. Such 
a condition of affairs gives every retail hardware dealer 
in rural communities the chance to feature to advan 
tage sausage and lard making outfits such as the Enter- 
prise Sausage Stuffer and Lard Press, illustrated here- 

with. This device, the 
manufacturers state, 
makes sausage that 
keeps, because the pat- 


















ented corrugated spout 
shuts all air out of the 
casing. The cylinder, 
being bored true, is said 
to prevent jamming or 
cracking of the plunger 
plate; the strainer has 
broad lips, making han- 
dling safe, and the 
stuffer can be 
quickly changed 
into a lard press. 
Nine styles and 
s1zes 
to eight 
quarts, ja- 
panned or 


_ 








two 


tinned, are 
offered. 


The manufacturers emphasize the fact that their ad- 


Enterprise Sausage Stuffer and Lard Press. 


vertising campaign in leading magazines and agricul- 
tural papers is opening a broad field for Enterprise 
hardware specialties, and retailers desiiing particulars 
of their line should address the Enterprise Manufac- 
turing Company of Pennsylvania, located at Philadel- 
phia. 


-_ — a ee 


Instead of trying to dodge temptation, some people 
worry because it dodges them. 


February, 3, 1917. 


SIMPLE DEVICE LOCKS NUT ON ANY BOLT 
AND RESISTS VIBRATION. 


The Spring Nut Lock, which is applied as illus- 
trated herewith, is described as a small, simple device 
that renders it 
impossible for a 
nut to drop off 
of the bolt on 

ih which it is 
Spring Nut Lock Tightened Against Nut. placed. No 
matter how great the vibration of the machinery may 
be—and it is vibration that causes the nuts to fall off 
—the nut is said to be held securely in position, at 
the original point placed. In other words, the nut is 
made as safe and as stable as a rivet, with the impor- 
tant advantage over the rivet, the manufacturers 
state, that the nut and Lock can be quickly and easily 
removed at any time, and repeatedly used with no 
injury to the bolt thread. Such a device will find an 
extensive field of application and hence dealers, 
whether catering to city, suburban or country trade, 
are urged to be ready to meet the early demand. The 
possibilities, it is claimed, are simply legion, because 
wherever machinery is used, wherever a nut is placed 
on a bolt, there will be a market for this Lock. Full 
particulars, together with price list, can be secured 
from the Spring Nut Lock Company, 652 Transporta- 
tion Building, Chicago. 











COMING RETAIL HARDWARE CONVENTIONS. 


In the following is given a list of the coming An- 
nual Conventions of Retail Hardware Associations 
which have been announced, their places of meeting 
dates, and the names and addresses of the respective 


Secretaries : 

Nebraska Retail Hardware Association, Omaha, Feb- 
ruary 6, 7, 8, 9, 1917. Nathan Roberts, Secretary, Lincoln, 
Nebraska. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, New York City, February 6, 7, 8, 9, 1917. Headquarters, 
Hotel Astor. W. P. Lewis, Secretary-treasurer, Huntingdon, 
Pennsylvania. 

New York State Retail Hardware Association, New York 
City, February 6, 7, 8, 9, 1917. Headquarters, Hotel Astor. 
John B. Foley, Secretary, Syracuse, New York. 

Illinois Retail Hardware Association, Springfield, Feb- 
ruary 7, 8 and 9, 1917. Leon D. Nish, Secretary, Elgin, Illinois. 

Wisconsin Retail Hardware Association, Milwaukee, Feb- 
ruary 7, 8, 9, 1917. P. J. Jacobs, Secretary, Stevens Point, 
Wisconsin. 

Iowa Retail Hardware Association, DesMoines, February 
13, 14, 15, 16, 1917. A. R. Sale, Secretary, Mason City, Iowa. 

Kentucky Retail Hardware Association, Louisville, Ken- 
tucky, February 13, 14, 15, 1917. J. M. Stone, Secretary, 
Sturgis, Kentucky. 

Michigan Retail Hardware Association Convention, De- 
troit, February 13, 14, 15, 16, 1917. A:thur J. Scott, Secre- 
tary, Marine City, Michigan. 

North Dakota Retail Hardware Association, Fargo, Feb- 
ryary 14, 15, 16, 1917. C. N. Barnes, Secretary, Grand Forks, 
North Dakota. 

Minnesota Retail Hardware Association, St. Paul, Feb- 
ruary 20, 21, 22, 23, 1917. H. O. Roberts, Secretary, 1032 
Metropolitan Life Building, Minneapolis, Minnesota. 

The Ohio Hardware Association, Dayton, February 20, 
21, 22, 23, 1917. James B. Carson, Secretary, Dayton, Ohio. 

South Dakota Retail Hardware Association, Sioux Falls, 
February 27, 28, March 1, 2, 1917. H. C. Parker, Secretary, 
Murdo, South Dakota. 

Florida Retail Hardware Association, Tampa, Florida, 
May 8, 9, 10, 1917. W. L. Harlan, Secretary, Atlanta, Georgia. 

Alabama Retail Hardware Association, Montgomery, 
May 22, 23, 24, 1917. Walter Harlan, Secretary, Atlanta, 
Georgia. 

Georgia Retail Hardware Association, Macon, June 5, 6, 
7, 1917. Walter Harlan, Secretary, Atlanta, Georgia. 





















February 3, 1917. 


RETAIL HARDWARE FIRM THAT THRIVES 
ON MAIL ORDER HOUSE COMPETITION. 


The Aid Hardware Company, West Plains, Mis- 
souri, is not worried a great deal as to whether they 
can sell in competition with the mail order houses 
and make a profit: They know that they can, be- 
cause they have built up a large and prosperous busi- 
ness in their community by using up-to-date methods 
in bringing their merchandise to the attention of those 
from whom they seek trade. 

They have gone on the principle that if you want a 
man to buy what you have for sale, the natural thing 
is to ask him to come into your store and let you 
show him that particular article. 

They haven’t waited for trade to come to them, but 
have gone after it in the way that always brings re- 
sults—by the use of consistent, persistent, informa- 
tion-giving, interest-awakening, desire-producing ad- 
vertising—the kind that gives specific description 
about timely items and quotes definite prices. 

And this policy has been the cause of their steady 
growth and increasing prosperity, because it was 
backed by a firm faith in their ability to give their 
customers good value and satisfactory service. 

They didn’t doubt their ability to make money by 
selling their merchandise under the same conditions 
as the mail order houses: They had demonstrated 
that perfectly to their own satisfaction, but unlike 
some others who are afraid that the mention of a 
mail order house in any way is bad “because it will 
advertise such a concern,” they believe that it won’t 
do them any good to know that their selling prices 
compare favorably with mail order prices unless they 
also convince those whose trade they seek of that fact. 

So they act on this belief and in their advertising 
take up specific items that are easy to identify. They 
give the page number in the catalog, stock number, 
size, weight, quantity, the mail order price and their 
own price. 

Here is a sample of how they tell their story. It 

a portion of a double column advertisement which 
they inserted in the January 9th issue of the People’s 


Searchlight, one of the West Plains weekly papers: 
The Mail Order House Problem, 

We are going to ask the indulgence of the readers of our 
column to discuss the great mail order question. Most every- 
body well knows their side of the story, as almost every mail 
brings many of their catalogues, both large and small, telling 
of their great bargains, to do away with the retail man, as 
he is robbing you, etc. These catalogues are filled with large, 
magnificent pictures and descriptions written by the best and 
highest priced advertising men that money can get. 

This is a life and death proposition to the retail merchant, 
against which he has to fight, and if he don’t make a good 
fight, there will not be any country merchant in a few years 
to come. We propose to fight them hard, but we will fight 
them fair, asking no odds or favors. 

Now, we are not going to ask you to trade with us, be- 
cause we have been with you through thick and thin for more 
than thirty years (and some of those years were mighty 
thin, too) nor because we have invested every dollar we 
made in West Plains, hoping to help improve the county, nor 
because we pay taxes and help the schools and churches and 
donate a little help to the poor and help to make good roads 
or sell you a few goods on time when you are a little hard up, 
but because we believe our prices are right and our service 
is right. 

We don’t think the comparison fair when they take some 
small article as a “leader” or “bait” or “order starter,” such 
as a 5 cent fly swatter for 2 cents or a 5 cent egg whip for 
2 cents or a 5 cent A B C plate for 2 cents. Put take their 
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regular line of goods and you will find us right on the “fring 


” 


line. 

The following comparisons are taken from Montgomery- 
Ward's new catalog, Number 86, just out. Turn to page 711, 
cast iron stove kettle, Number 1861448, their price is $1.12, our 
price 75 cents; Number 86D1433 cast iron skillet, Number 8 
size, 52 cents, our price 35 cents; Number 8 cast iron griddle 
82 cents, our price 50 cents; page 712, Number 8 enameled 
oval ham boiler, their price is $2.28, our price is $1.75. 

See page 719, Number 186D1457 seamless sheet steel, 
double roaster. We have exactly the same roaster for 65 
cents—their price is 69 cents; page 732, 1-gallon milk crock, 
their price 12 cents, our price 10 cents; page 737, sash weights 
2% cents per pound, our price 2 cents per pound ; page 698, 
solid brass wash board, their price 62 cents, our price 50 cents ; 
same page, galvanized iron wash tubs, their prices 83 cents, 93 
cents and $1.12, our price 75 cents, 85 cents and $1.00; page 
699, iron frame clothes wringer, three year guarantee, their 
price $4.10, our price $3.75; page 704, white enameled com- 
binet, their price $1.35, our price $1.25; grey enameled cham- 
ber pail, their price $1.10, our price $1.00; page 711, nickel 
plated tea kettle, Number &, their price $1.42, our price $1.40; 
page 688, fiber board chair seats, their price 10 cents to 16 
cents, our price, all sizes, 10 cents. 

Now, do not understand us to say that we are lower on 
everything that they have in their catalog, but we do claim 
that if you will pay us cash in advance with the postage, ex- 
press or freight charge added and give us the same amount 
of time as they take, we can save you money on almost any 
article they have in their book. 

Now, take that cast iron stove kettle, an article used 
almost every day in every home in the country; their price 
for same is one dollar and twelve cents. Now, we know 
just about what this article cost them, and we are sure that 
they make more than one hundred percent profit on that 
kettle. Is it any wonder that they make millions of dollars 
every year on such profits as these? 

In making this comparison of prices, we have made no 
mention of the expense of postage, express, or freight charges 
that have to be added to all mail order purchases; take goods 
of a heavy nature, the freight charges will often exceed ten 
percent of the purchase price—that expense must be paid by 
the consumer. 

There is another factor, not often thought of, which we 
think is much in our favor, that is almost our entire stock is 
composed of the best mi ike of goods on the market. Take 
Simmons Hardware Co.’s “Keen Kutter” line, Henry Disston 
& Sons tools, saws, etc., and many others. Better goods are 
not made by anyone. 

They have hundreds of articles in their catalog on which 
there is no way to make comparisons. They are either brands 
of their own make or off brands, and there is no way to 
judge their value. 

We defy any mail order house to give a better guarantee; 
or that they will do more or work harder to satisfy a customer 
than the Aid Hardware Company. 


Is there any way in which tke 
houses can be proven more 


falseness of the 
claims of mail order 
efficiently 7 

Isn’t this “deadly parallel” the only way which 
you can prove your case? 

The Aid Hardware Company have shown conclu- 
sively that this method will turn mail order buyers into 
“home traders,” for since they started this campaign 
they have gained the business of many who formerly 
were in the habit of buying from the mail order 
houses. 

And, as the saying is, “the proof of the pudding 
is in the eating.” 
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BILL PROVIDES FOR ABOLITION OF TRADING 
STAMPS IN MISSOURI. 


A bill has been introduced in the Missouri legisla- 
ture providing for the abolition of trading stamps in 
the state. The bill 
tions of retail merchants 
fore the Senate Committee on Ways and Means, rep- 


backed by the various associa- 
and at a recent hearing be- 


resentatives of many of these were on hand to urge 
its passage 
eu _— 
Blessed be the pacemaker, for he keeps the crowd 
from stagnation and reaps the coin of the sluggard. 
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FOREIGN TRADE OPPORTUNITIES ARE 
PRESENTED BY BUREAU OF FOREIGN 
AND DOMESTIC COMMERCE. 


The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés has received information of op- 
portunities to sell hardware and kindred lines in sev- 
Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


Hardware, Number 23497.—A man in Spain desires to 
represent American manufacturers and exporters of hard- 
ware. Correspondence may be in English. References. 

Hardware, agricultural machinery, etc., Number 23524.— 
A native of Russia, who is now in the United States, desires 
to represent American manufacturers of hardware, agricul- 
tural machinery, trucks, etc. References. 

Hardware, etc., Number 23530—A man in the French 
West Indies is in the market for hardware, enamelware, 
crockery, porcelain, and general merchandise. Quotations 
should be made f. 0. b. New York. Payment will be made by 
30 or 60 day draft, in French currency. Correspondence 
should be in French. Reference. 

Oil burning lanterns, etc., Number 23542—A merchant in 
3ritish East Africa desires to purchase oil-burning lanterns, 
table and bracket lamps, and lamp fixtures. Catalogs 
should be submitted, showing prices, discounts, packing and 
shipping charges, measurements, weights, etc. Terms desired 
are seven days’ sight draft with bill of lading attached. Cor- 
respondence may be in English. Reference. 

Cutlery, novelties, etc., Number 23550.—A merchant in 
sritish East Africa is in the market for cutlery, novelties, 
etc. Wherever possible, samples should be submitted with 
prices, discounts, shipping and packing charges, weights, 
measurements, etc. Terms desired are seven days’ sight 
draft with bill of lading attached. Correspondence may 
be in English. Reference. 

Tools and general hardware, Number 23555—A company 
in Colombia, Central America, is desirous of representing 
American manufacturers and exporters of tools and general 
hardware. Catalogues, etc., should be submitted. Reference. 

Cutlery and_small hardware, Number 23557—A_ mer- 
chant in British East Africa is in the market for cutlery and 
wall hardware. Samples, catalogs, prices, discounts, etc., 
should be submitted. Terms desired are seven days’ sight 
draft with bill of lading attached. Correspondence may be in 
English. es 

General hardware, Number 23558.—A man in Cuba de- 
sires to represent American manufacturers and exporters of 
general hardware. 

Lanterns, Number 23571—A firm in British East Africa 
desires to purchase ordinary lanterns. About 300 dozen are 
needed annually. Lanterns are now being furnished « $7 
per case of six lanterns. Quotations should be made c. i 
destination or f. o. b. New York. Discounts, packing chanees, 
weights, measurements, terms, etc., should be clearly stated. 
Terms desired are seven day’s sight draft, with bill of lading 
attached. Reference. 

Hardware, etc., Number 23492—A man in Spain desires 
to represent American manufacturers and exporters of hard- 
ware and kitchen utensils. Quotations should be made f. o. b. 
New York. Correspondence should be in French or Spanish. 
References. 

Hardware, etc., Number 23479.—A company in Russia 
desires to purchase hardware, chemical fire extinguishers, 
enamelware, kitchen and household utensils, cutlery, spoons, 
etc. Quotations should be made c. i. f. Russian port. Corre- 
spondence may be in English. References. 

Cutlery, nails, hardware, etc., Number 23509.—A French 
merchant, who is now in the United States, wishes to pur- 
chase machetes for sugar cane, galvanized nails with barbs, 
padlocks, hardware, cutlery, corrugated galvanized sheets, 
hand trucks, hollow ware and kitchen utensils, etc. Quota- 
tions should be made f. 0. b. New York. Cash will be paid 
against documents in New York City. Reference. 

Hardware, etc., Number 23602—A man in India desires 
to represent American manufacturers and exporters of hard- 
ware, machinery, copper and brass sheets, wire. Quotations 
should be made c. i. f. destination. 

Wire, iron, sheets, hardware, etc., Number 23610.—A man 
in Cuba desires to represent American manufacturers and ex- 
porters of wire, plain, galvanized, and corrugated iron sheets, 
iron and steel pipe, tin plates, and general hardware. 

Hardware, Number 23615—A man in Spain wishes to 
secure an agency for the sale of hardware of all kinds. Cor- 
respondence may be in English. 


eral foreign countries. 
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Cutlery, electrical goods, etc., Number 23624.—A company 
in India desires to represent American manufacturers and 
exporters of cutlery, electrical goods, sporting goods, watches 
and toys. 

Spoons, hardware, etc., Number 23584.—A firm in London 
is in the market for cheap tinned tablespoons, tea and dessert 
spoons, and similar hardware. The goods are to be shipped 
to British West Africa. Purchase will be made by a repre- 
sentative in New York City. 

Saws and knives, Number 23586.—A firm in Spain desires 
to secure an agency, on a commission basis, for the sale of 
saws and knives for cutting and grinding beet roots in sugar 
mills. Quotations should be made c. i. f. destination, includ- 
ing commission. Terms desired are part payment on ship- 
ment and balance on arrival of goods at destination. Corre- 
spondence may be in English. References. 

Cutlery, tools, etc., Number 23594—A company in France 
wishes to represent American manufacturers and exporters 
of agricultural implements, dairy supplies, cutlery, and tools, 
such as augers and bits, bolts, gimlets, mechanics’ tools, 
wrenches, files, chisels, etc. 


~* 
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RETAIL HARDWARE DOINGS. 








India 
Edward Himes, Albion, has our@aned the hardware stock 
of Louis Leidner. 
The Economy Hardware and Furniture Company, 
Dugger, has been incorporated with a capital of $12,000 by 
Marion E. Dugger, Mike Young, E. H. Dugger and P. Boles. 


owa. 

John Schalnus, Rodney, has bought a hardware store. 

Staples Brothers, Clarion, have sold their hardware store 
to Shupe Brothers. 

F. L. Heiden, Elkader, has bought the Brown and Bahr 
hardware store. 

Raymond Pancoast, Sigourney, has sold his interest in the 
West Side hardware store to Ed Divelbiss. 

R. H. Heitzman has purchased the hardware and imple- 
ment business of Welte and Son at Riverside. 

Kentucky. 

Russell Hardware Company, Russell, has been incorpo- 
rated with a capital of $10,000 by J. F. York, W. H. Jones 
and V. L. Moss. 

Michigan. 


The hardware store of Peterson and Esterly, Nunica, 
was destroyed by fire. 

Cole-Sproule Hardware Company, Au Gres, has been in- 
corporated for $12,000. 

Minnesota. 

Watson and Happ, Litchfield, have been succeeded in the 
hardware business by the Lindell Hardware Company. 

James Connolly has sold a half interest in the Connolly 
hardware store at Danvers to his brother Mart. 

H. Kaun has bought the interest of his partner, August 
J. Meyer, in the hardware business of Meyer and Kaun at 
Swanville. 

Montana. 

Westby Hardware and Implement Company, Westby, 
have sold their business to the Farmers Grain Trading Com- 
pany. 

Sam C. Arndts, Dillon, will engage in the hardware and 
implement business. 

Nebraska. 
W. D. Cannell, Waterloo, has sold his hardware store to 


Otto Wilson. 
North Dakota. 

The Urban Mercantile Company has purchased the Heinle 
3rothers hardware store in Hebron. 

J. P. Nelson, Regent, has engaged in the hardware busi- 
ness. 

Sperling Brothers, Jud, have bought the Cash hardware 
store. 

Ohio. 

The hardware store of the New Boston Hardware Com- 
pany, at New Boston, was burned out. 

The Waterford Hardware and Supply Company, Water- 
ford, has increased its capital from $25,000 to $35,000. 

The Fravel Hardware and Supply Company, Pataskala, 
has increased its capital from $15,000 to $25,000. 

The Gem City Hardware and Seed Company, ~—. 
has been incorporated with a capital stock of k - 000 by S. 
Meader, E. C. Meader, R. E. Meader, J. W. Meader fn 
J. i. Woodman. 

Oklahoma. 


Ed Hockaday Company has bought the Ferguson Broth- 

ers and Vickey hardware store in Blackwell. 
North Dakota. 

N. C. Duea and J. J. Nygaard, Beresford, have bought a 

hardware business. 
Wisconsin. 

Anyzewski and Pawlak, Thorp, have changed the name 
of their hardware business to the Thorp Hardware Company. 

Frank H. Bogda, Burnett, has sold his hardware business 
to Herman H. Schroeder. 

Albert Rather, Wrightstown, died at the age of 69. 

Charles Schuessler, a hardware dealer at 1289 Kinnic- 
kinnic Avenue, Milwaukee, died. 
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AUTOMOBILE ACCESSORIES 
SOLD BY HARDWARE DEALERS 








The Moeszinger-Marquis Hardware Company, 
Clinton, Iowa, has put in an automobile tire and ac- 
cessory stock, and requests catalogs. 

The Owens-Merritt Company, Danville, Virginia, 
has been incorporated with a capital of $50,000 to 
conduct an automobile accessory business, exclusively 
wholesale. 

The Climax Shock Absorber Company, Benton Har- 
bor, Michigan, has been organized to manufacture 
shock absorbers and other automobile accessories. 
The stockholders are William A. Vawter, St. Joseph, 
Michigan; William A. Vawter, Jr., and John Steiner, 
3enton Harbor. 
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USEFUL WRENCH FOR AUTOMOBILES AND 
OTHER MOTOR VEHICLES. 


(One of the recent additions to the Bemis and Call 


line of wrenches is the Model Number 80 Motor 





Bemis and Call Model Number 80 Motor Wrench. 


Wrench, shown in the accompanying illustration, which 
is featured as a useful tool for automobiles, motor- 
cycles, motor boats, gasolene engines, and for all other 
uses where a thin, strong, adjustable wrench is re- 
quired. The special design of this motor wrench, the 
manufacturers state, gives it extreme rigidity and 
strength at the point where offset head adjustable 
types are weak and liable to break. The handle of the 
wrench is straight with the head set at an angle of 
about 22 degrees; the jaws are made thin enough for 
*check nuts and for easy use in close, contracted spaces, 
and are adapted for hexagon as well as square nuts. 
The best grades of material, carefully tempered, are 
used in the manufacture of the entire Bemis and Call 
line with the finished parts, in this case the handle 
and head, highly polished. Retail hardware dealers 
can obtain full particulars and price list by addressing 
the Bemis and Call Hardware and Tool Company, 
Springfield, Massachusetts. 

METAL POLISH WELL ADAPTED FOR USE 

ON AUTOMOBILES 





Included in the Black Silk line of polishes and enam- 
els is a metal polish which is said to be splendidly 
suited to automobile use because of its easy applica- 
tion and the brilliant, lasting polish it imparts to the 
treated surface. The great advantages claimed for 
the Black Silk Metal Polish, as well as for the Stove 


Polish and Iron Enamel, made by the same manufac- 
turers, is that they do not dry out, rust through the 
can, settle and become hard in the bottom of the can, 
or freeze in any climate, remaining in their original 
condition until used up. All these points are worthy 
of consideration, and during the winter, the non-freez- 
ing characteristic assumes special importance. The 
Metal Polish serves the needs of both the automobile 
dealer and owner, to whom it is said to be equally 
indispensable in maintaining the neat, handsome ap- 
pearance of the cars. Retail hardware dealers can 
obtain any of the Black Silk from their 
jobber, and full particulars regarding each can be se- 
cured by addressing the Black Silk Stove Polish 
Works, Sterling, Illinois. 


Polishes 
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IMPROVED DESIGN OF UNIVERSAL JOINTS 
FOR AUTOMOBILES. 


The simple construction, small number of parts and 
smooth working qualities of the new and improved 
design of the Evans Universal Joint will, it is said, 
appeal to the judgment of manufacturers who seek 
the best. This Joint is described as being extremely 
compact, durable and powerful, made in four sizes up 
to 100 horsepower, and allowing an angle of drive 
It is fully self-contained, with a 
housing that is 
said to be dust 
proof and at the 
same time 
as an oil tight 
ij casing to hold 
the 
around _ the 
parts. 


up to 15 degrees. 


acts 


grease 


working 
The illustration 
herewith shows 
a view without 
the housing, the working parts consisting of two hard- 
ened blocks of area, running in 
spherical slots. These blocks also act as bushings for 
the right angle hinge motion, and their very large arc 
is said to insure exact centering of the Joint. Fur- 
ther particulars, together with details of other auto- 
mobile specialties, such as the Hele-Shaw Clutch, the 
Evans Alignment Joint and the M & FE Grease Cups 
can be obtained from the Merchant and Evans Com- 





Evans Universal Joint. 
View Without Housing. 


trunnion large 


pany, Philadelphia. 
-o+ 

The clerk who is in a rut and doesn’t know it, is in- 
deed in a pitiable condition. Those who do know it, 
and can’t get out, are in a still worse predicament. 
It is said the only difference befween a rut and a 
grave is the length and width, so by all means get out 
of the rut and stay out. 
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ADVERTISING CRITICISM AND 
COMMENT 


Helpful Hints for the Advertisement Writer 








ADVERTISE WHEN YOU HAVE SOMETHING 
YOU WANT TO SELL. 





“How often shall I advertiser’ If you are using 
dodgers, circulars, letters, etc., you should use them 
just as often as you have something of interest to ad- 
vertise. This should be at least once a week. If 
newspaper space is to be used, you should advertise 
at least once a week and twice would not be any too 
If a store paper is used then once a month 
will do. Always advertise seasonable goods, things 
which the people are buying or can be induced to buy. 
Remember, advertising is not used to tell the people 
that you are in business on such-and-such a corner, 
but is used to induce the public to buy its wares from 
you and to put before the public things which it can 


be induced to buy.—Walter Engard. 
x * * 


When you happen to mention something about 
“disagreeable colds” to the public in the dead of 
it is quite certain that you will have an in- 
terested audience. To many people, “winter” is 
synonymous with colds and kindred ailments, and 
somehow or other they expect to “get in style” during 
the season and acquire one of these popular maladies. 
Those who delve below the surface of conditions ap- 
preciate the oft-repeated truism “An ounce of pre- 
and by instituting the proper preventive 


often. 


winter, 


vention etc.” 


s ‘It Its Haraware—We Have it. 7 


Felt, Rubber and Felt 
‘Inserted in Wood Weather 
Strip, 2c to 6c per ft. 


Many a disagreeable cold will be avoided if your doors and 
windows are fitted with our felt, rubber or felt inserted in wood 
weather strip. 


Rixon Door Checks 


In the Rixson we have a check so simple in construction 
that it may be applied to the door in Iess than one- half the time 
required by any other. The Rixson may be applied to either 
right or left door without the slightest alteration of the mech- 
anism, 


Weeks Hardware Company 


119 Washington Avenue. Scranton 








| 








measures are enabled to view the prevalence of these 
diseases with little, if any apprehension. The appeal 
of the four inch, double column advertisement repro- 
duced herewith, is directed at just these foresighted 
ones and also to those who should be foresighted to 
that extent. It certainly wouldn't be a bad idea to 
repeat this ad several times during the cold speil— 
the items which are especially opportune at this time 
of the year will afford a gratifying number of sales 
as soon as they are brought to the attention of the 
public, and their necessity emphasized by some con- 


scribe would put it, 


vincing copy and price quotations. 
119 Washington 


ware Company, 


The Weeks Hard- 
Avenue, Scranton, 


Pennsylvania, placed this advertisement in the Pitts- 


ton, Pennsylvania, Gazette. Note that the complete 
address is given. 
The successful retailer of hardware, as well as in 


practically every other line, has long ago learned the 





GCHROETERS 


717 and 719 Washington Avé.», 


Weekly Ad. No. 631° 


THIS Breas ae se - ad 


SEND US YOUR MAIL “ORDERS 


BARNEY & BERRY 

“INTERNATIONAL” 

FIGURE SKATES 
Equipped to screw on shoes permanent!s. 
Blades are splayed or tapered on the bot- 
tom from toe to heel and slightly con- 
caved, This is th® highest grade Figure 
Skate made, and ig used almost univer- 
gaily by all professional skaters. 








oe ae. un sca $12.50 

soon hogs. pga $7.50 
BARNEY & BERRY 

SKATING SHOE 


He — - Special,. oo $3.49 
SKA TING 3 BOOTS Fi FOR LADIES 
Metter “pre, per ea” oe 
oo ‘ 

Se Sao fia soles IO 
Pearl ogg Ng oe $6. 00 





ity elkskin 








RNEY & BERR 
HOCKEY OUTFITS 
Skates attached to 
special shoes, 





Genuine welded steel skate, attached to 
gent's ehoe; all sizes. 
Special price, per outOt....... s 


AUTO FOOT WARMER 
With metal case and meta! bound. cov- 
ered with and chee 1 brick of coal 
Will give 7 hours’ hea 
OVAL pattern, oasis ocas tne 
INCLINE pattern, each . $2.00 


LEHMAN’S COAL 
For above foot w: 33 
bricks , of ‘coal ences 25c 


BELL RINGING TRANSFORMERS 
For reducing lighting current to battery 
power will also operate seams dard aype or 


door one:*'s; alternating \ 
ts, 60 cycle. Special 
price .... Reet eee ‘$1. 39 
Parcei post weight, 4: sounds 
Aluminum mn Coffee Pereolator 
CAPACITY SIX CL 


Seamless pure aluminum bo i ; 
wood handie; rernovabie glas 3: her me ts 





ebonize 3 


s ach, this $ 
Me eerrccacecrnchascnte 1.75 
TINNERS’ SHEARS 
Guaranteed; 
length, 12 
inches; cut, 5 
a) hes. Spe 
cial price, 
eacn, 
78c 





SCHROETER BROS, HARDWARE CO. 
717 and 719 Washington Ave. 











lesson of timely advertis- 
ing. This year, for ex- 
ample, we are having an 
unusually uniform winter 
with cold spells of long 
duration. Now just what 
does this mean to the 
wide awake hardware mer- 
chant? Simply this: That 
he can profitably feature 
such articles as_ skates, 
sleds, hockey outfits and 
similar items, the demand 
for which is induced and 
maintained by continued 
cold weather. 

An insiance of how this 
is accomplished may be 
noted in the illustration 
herewith, which is a por- 
tion of a single column ad- 
vertisement run_ by 
Schroeter Brothers Hard- 
Company, 717-719 
Avenue, St. 
Louis, in the newspapers 
of that city. This adver- 
tisement is one of a weekly 
possessing the 


ware 
Washington 


series, all 
same distinctive character- 
istics in regard to layout, 
type, etc. They always 
evidence an appreciation of 
the benefits of propitious 
advertising, and in view 
of the ideal skating weath- 
er, this one featured vari- 
ous types of skates in the 
position of first impor- 
tance; and as the inspired 


“It follows as the night the day” 


that the move was productive of good results. 
Note in this advertisement how the attention is 














arrested by the illustrations of the skates, the con- 
venient arrangement of the cuts and descriptions, and 
the manner in which the price is made to stand out by 
the use of bold face type,. It is these points that 
enable the advertiser’s idea to “get across.” 
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HEATING AND VENTILATING 








WARM AIR HEATING INSTALLER ASKS 
ABOUT CLAUSE IN PROPOSED 
CONTRACT. 


We published in our report of the Winter Meeting 
of the National Warm Air Heating and Ventilating 
Association, on page 44 of our January 27th issue, the 
Standard Uniform Contract for Installation of Warm 
Air Heaters, as approved by the Association. 

The following letter has been received from J. C. 
Heifner, an installer at Ashland, Ohio, in which he 
asks about the legal validity of the “little” clause: 

To AMERICAN ARTISAN: 

I am a reader of your trade paper aud very much 
interested in anything that will help to make the busi- 
ness better and more secure in the way of good iron 
clad contracts. 

I see in the issue of January z7th an article about 
the National Warm Air Heating and Ventilating As- 
sociation in which they outline a contract in which is 
embodied a clause which gives the heating contractor 
full power, in case that the customer does not pay 
to go and remove the apparatus from the premises 
and if there had been any payment made on same it 
is to be forfeited to the heating contractor. 

Now I would like to know if this kind of a contract 
on plumbing or heating would stand in case of a law 
suit. 

Would like to have this answered through the col- 
umns of your paper. 

Yours very truly, 
J. C. Herener. 

Ashland, Ohio, January 30, 1917. 





WEIR ALL STEEL WARM AIR HEATER TO BE 
INSTALLED IN SHANGHAI MISSION 
HOUSE. 


An order has been received from Shanghai, China, 
by the Meyer Furnace Company, Peoria, Illinois, for 
one of their Weir all steel warm air heaters. The 
plans for the installation were prepared by the Com- 
pany’s engineering department and in a few days the 
heater, together with the “Handy” pipes and fittings, 
will be shipped to the Reverend J. Woodberry, 106 
North Syechuen Road, Shanghai, China. 








HANDY SOUVENIR IS’ DISTRIBUTED BY 
HAYNES=LANGENBERG MANUFACTURING 
COMPANY. 


A very dangerous looking souvenir is being dis- 
tributed by the Haynes-Langenberg Manufacturing 
Company, St. Louis, Missouri, makers of the well 
known Front Rank warm air heaters. 


Its appearance, 


however, is its only dangerous feature, for as a matter 
of fact, the souvenir is very useful and handy, being 
a pencil and pen holder combined and contained in 
cartridge shaped holder. The “business end” of the 
cartridge can be pulled out and holds a small pencil 
in one end of a metal tube, while the other end has a 
steel pen with its usual holder. The souvenir bears 
the following imprint: “Be prepared to figure on 
l‘ront Rank Steel Furnaces,” together with the name 
of the manufacturers. 





PURE AIR AS ESSENTIAL AS PURE FOOD. 





Other things being equal, the child growing up to 
maturity, or the adult living in a house which is filled 
with pure air the whole year round, will have more 
vitality, will enjoy more robust health and will be far 
better able to resist disease than one living in poorly 
ventilated rooms. We have “pure food’ laws, and 
their enforcement is upheld by a strong public senti- 
ment. It would perhaps be just as much or more 
beneficial to the people to enact and enforce “pure air” 
laws, because for one person injured by eating adul- 
terated food, a thousand suffer from breathing im- 
pure air. In many states such laws have already been 
enacted, as applying to churches, schools and other 
public buildings, and it is coming to be more and more 
recognized that there is nothing so vitally essential to 
the preservation of health as good air. Inasmuch as 
they combine ventilation with heating, warm air heat- 
ers offer a really satisfactory system of heating that 
can be obtained at a reasonable cost, and the Floral 
City 
of which is pic- 
herewith, 


LLine, one 
tured 
are commended 
to the public by 
their 

ef- 


construc- 


reason of 
modern, 
ficient 
tion and lasting 
durability. Cat 
alog of the en- 
tire line will be 
sent; tpon fe- 
the 


lfoun 


quest, by 
Monroe 

dry and fur 
Company, 


Mich- 


nace 





\Monrce, 
Floral City Capitol Warm Air Heater. igan., 
Sesinncihilliphactacncianancitise 

The Miles Heating and Ventilating Company, 
Cleveland, Ohio, has been incorporated with a capital 
stock of $25,000 by J. C. Miles, G. W. Cornelius, C. 


M. Miles. A. D. Partenfelder and M. EF. 





Corrigan. 
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HANDSOME EXHIBIT OF WARM AIR HEATERS 
ATTRACTS VISITORS AT STATE 
ARMORY. 

J. C. Cooper, installer of waim air heaters, Spring- 
field, Illinois, may well be reckoned among the pro- 
gressive, up-to-date installers of that city, as any visi- 
tor to the recent displays at the State Armory during 
Ilectrical Week could easily deduce. The appearance 
of our handiwork is generally the only criterion or 
standard by which casual passers-by can judge us, and 
it may safely be concluded that the decidedly attrac- 
tive exhibit of Mr. Cooper’s, pictured herewith, gave 
the visitors at the Armory a very favorable impres- 
sion Concerning the character of his work. 
considers thai Mr. 
and 


“Tf 
neat 


lor the householder 


So-and-So is the type of man who does 





‘ Mero 


ide 





Exhibit of Wise Warm Air Heaters at Springfield, Illinois, 
Armory. 


pleasing work in arranging his exhibit, no doubt he ts 
consistent enough to do neat, satisfactory work in his 
installations,” and forthwith he feels impelled to make 
an inquiry. The heating appliances in question were 
the well-known Wise Warm Air Heaters. 

Two of the warm air heaters were set up in the 
booth, one with the casing and the other without. The 
walls were curtains drawn to a point and trimmed 
with colored posters furnished by the manufacturers ; 
while the carpet neatly laid on the floor and the arm 
chairs gave the booth an inviting and homelike aspect. 
An ingenious piece of work is noted in the small model 
of the Wise Warm Air Heater perched on one of the 
posts at the entrance which no doubt proved to be an 
effective means of interesting visitors and inducing 
them to inspect the “real thing.” 

silliest 


WRITE FOR. THESE BOOKLETS ON HANDY 
WARM AIR PIPES AND FITTINGS. 





I’. Meyer & Brother Company have published sev- 
eral booklets, folders, etc., describing their “Handy” 
warm air heater pipes and fittings. The point is 
brought out that under the present conditions in the 
sheet metal market it*is a losing proposition for the 
local shop to endeavor to make its own pipes and fit- 
tings, as tin plate is practically out of the market and 
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costs 275 percent more than a year ago, with deliveries 
very uncertain. In their new catalog, Number 39, the 
Company describes and illustrates their complete line 
of “Handy” pipes and fittings, also giving valuable in- 
formation as to capacities and the most efficient use 
of these products. Warm air heater installers will 
find this catalog and the pamphlets a very useful ad- 
dition to their business libraries.. Copies will be sent, 
free of charge, by I’. Meyer & Brother Company, 
Peoria, Illinois, to those who request them. 


*e- 


WARM AIR HEATER BUILT LIKE BOILER TO 
PROVIDE PURE, FRESH AIR. 


In a warm air heating system, the fire in the pot 
heats the air and the air in turn heats the building. 
Naturally, the fire should be kept from the air in 
order that the latter may be fresh and pure, and this, 
it is said, is effectively done in the American Boiler 
Plate Warm Air Heater, illustrated herewith, which 
is built like a power 
Powerful 





boiler. riv- 
eting 
used in manufacturing 
heater, 


machines are 


this warm air 
making the seams as 
tight as a solid piece of 
steel; following this, 
the joints are calked 
with pneumatic ham- 
mers, producing an ap- 
paratus that is claimed 
to be just as free from 
the leakage of gas asa 
boiler is free 
the leakage of 


American Boiler Plate Warm Air 
Heater. 


Its efficiency is also contributed to by the 


good 
from 
water. 
extended feed pouch which is made in one piece from 
the warm air heater drum to the door, thus eliminat- 
ing the possibility of gas leakage at the casing joint. 
installers can obtain full particulars of the American 
Boiler Plate Warm Air Heaters by addressing the 
American Furnace Company, 2725-31 Morgan Street, 
St. Louis, Missouri. 
+e 


GOOD VENTILATION AND PROPER DIS=- 
TRIBUTION OF LIGHT INCREASE 
EFFICIENCY OF WORKERS 


In one of the daily articles which Dr. W. A. Evans, 
the well known authority on hygiene, writes for the 
Chicago Tribune, he recently reviewed a survey made 
by the New York City Health Department of condi- 
tions in offices in the financial district of that city, 
with special reference to ventilation, humidity and 
light, and their influence upon the efficiency of the 


. 


employes, as follows: 
A Sanitary Survey of a Trial City Block. 

A great many persons have studied the sanitation of fac- 
tories. The unions look after the sanitation of shops in which 
their members work, at least in name. It remained for the 
New York City health department to investigate the working 
conditions of clerks, stenographers, and bookkeepers. These 
members of the white collar brigade have no unions looking 
out for them. 

The New York City survey was made in the financial 
district. They made a record of the width of streets, 
height of buildings, dark rooms, illumination, ventilation, and 
sanitary provisions. The monthly bulletin for August, 1916, 
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he some interesting details relative to one nearly typical 
block. 

The number of rooms in the block was 928. The num- 
ber of employes in these rooms was 2,382. The average 
number of visitors a day was 16,097. For one thing, it was 
found that the employes did not get enough “break’’ at the 
noon hour. One hour for lunch and a little fresh air exer- 
cise and mental refreshing is a requisite for good health and 
good work. Fifty-eight and sixty-nine one-hundredths per 
cent of the employes did not have an hour for lunch. 

Eighty-five per cent of the employes were found work- 
ing by artificial light. 

The investigators found that though much attention 
had been paid to the esthetic side of illumination, but little 
attention has been paid to efficiency. The illumination varied 
all the way from one-half of a foot candle to over forty 
foot candles. Observations showed that ceiling lighting, re- 
gardless of the system, does not give sufficient light when 
used by itself. 

The best effect was found, for the purposes of typists 
and bookkeepers, to be given when eight to nine foot candles 
fell on the working surface. The best results were had when 
higher placed lights were supplemented by desk lights of 
low intensity, covered by green vitreous shades with light 
1eflecting linings, and placed about nineteen inches from 
the work, in such position as to shield the worker’s eyes. 
Such illumination was rarely found. It was found that 
seldom was such a color scheme employed for walls as 
would assist in illumination and would lessen the headaches 
and other fatigues due to eye strain. 

The rooms were usually overcrowded. Only 7 per cent 
of the workers had over 200 square feet of floor space, 
while 26 per cent had under fifty square feet. It is considered 
that less than 500 cubic feet of air space per man is in- 
compatible with efficiency and health where a man is to work 
indoors throughout the entire year. Eighteen and six-tenths 
per cent of the workers had less than 500 cubic feet of 
air space, and 49.32 per cent had over 1,000 cubic feet. 

The ventilation can be good even where the air space 
is less than 500 cubic feet and the floor space is less than 
fifty square feet, provided enough air of proper temperature, 
humidity, and cleanliness passes through the room. 

It was found that forced ventilation was used generally 
on the basements and first floors only. In four buildings 
forced ventilation extended as high as the second floor. The 
general conclusion was that ventilation throughout this block 
was unsatisfactory. 

The tall buildings of the neighborhood created strong 
air currents. The office workers would not open the win- 
dows on account of these strong drafts and currents. 

Inside openings, such as transoms, existed only in a 
few instances, and when they did exist, were not in use. 
Where mechanical ventilators of the individual type run by 
electricity have been installed the results have been extremely 
satisfactory, especially in those devices where the air is heated. 

The temperature was often too high. 

The humidity was almost invariably too low, ranging 
from 21 to 43. 


ELECTRICITY ECONOMICAL MEANS OF 
HEATING AND COOKING IN 
SMALL HOUSES. 








In the following article which was published in a 
recent issue of the London, England, Electrical Review, 
figures are given that show the cost of electricity for 
heating and cooking purposes is only slightly higher 
than those of coal or gas, but that the difference in 
cost is amply compensated for by greater convenience, 
cleanliness and healthfulness: 

Electricity for Heating and Cooking In Small Houses. 

Electricity in its march of progress is now entering into 
rivalry with gas in regard to heating and cooking even in 
the very ordinary dwelling house, and the figures given in 
the following show that the cost as against coal or gas heat- 
ing, although slightly higher, is compensated for by additional 
cleanliness and healthfulness. The figures relate to a small 
house situated in an industrial town in Scotland, consisting 
of three principal apartments—a sitting room, a dining room 
(formerly a kitchen), and a bedroom—with scullery, bath- 
room, etc., and forming one of six dwellings in a tenement. 
The rent of the house is £32, which includes rates and taxes. 
The occupants comprise two adults and one child. 

During the past three years, electricity was used for light- 
ing, cooking, and occasional heating, while coal was used in 
the kitchen for hot water and heating the kitchen, and also 
for the heating of the sitting room and bedroom. The annual 
cost of electricity and coal averaged: 

Electricity, £6 4 shillings 11 pence: coal, £6 13 shillings 
6 pence; total, £12 18 shillings 5 pence, which is equal to 
4 shillings 11 pence per week, 6n the average. 


Early in May of 1916, the experiment was commenced 
of burning coal in the dining room once a week for heating 
water for hot baths, all other heating being done exclusively 
by electricity. The results, as shown by the following state- 
ment of costs, have been quite successful. 

The electrical equipment is as follows: Besides the 
usual lighting installation, there are electric fires in each of 
the apartments—a 3 kilowatt “Carron” radiator in the sitting 
room, a 1% kilowatt “Magnet” fire in the bedroom, and a 
2-kilowatt “Belling” fire in the kitchen (which is now the 
dining room). These are fed on one circuit of 7/21 standard 
wire gauge cable, the voltage being 250. In the dining room 
a small “Carron” cooker is in use of a capacity of about 
4-kilowatt, with oven, grill, and two hot-plates. As an adjunct 
to the cooker, a two-pint kettle (700 watts), with self-con- 
tained element, and a radiant-heat “Belling” boiling ring 
have been provided for fast boiling. In the scullery a 2-kilo- 
watt “Jackson” water boiler, with ball-cock valve, has been 
fitted to the water supply. The cooker and hot water heater 
are connected to a second circuit wired with 7/21 standard 
wire gauge cable. All the cooking appliances have been in 
daily use for all meals since they were installed, but the 
radiators have only been put on at intervals when heat was 
required on cold days. The lighting rate is 3 pence per 
unit, and the charge for heating is %4 penny per unit. On 
May 24th a separate meter was fixed on the heating circuit 
to register the energy used for this purpose, as distinct from 
the more regular consumption by the cooking appliances. 
The units used for cooking, heating, and lighting respectively, 
commencing from May 24, 1916, were as tabulated below: 
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Me Ee soe cit gteredeainc 4 21 58 66 04 30.1 75 
Le A eae € 374 538 1.1 03 388 5.5 
MINE) 2 os scmic ihe suse enecors 7 281 40 1 O01 283 4.1 
NER eters cae uae sus cae s 7 383) 5.5 o 03 39.1 5.6 
UDI hc Sek os oes poole 7 449 64 10.6 0.5 60.0) 8.6 
TROEGEN (oo cion ante wigan aahs 38 205.5 54 242 20 235.7 6.2 


Note.—House closed during first part of June. 
For the whole period the total costs were therefore: 


Cooking—205.5 units at % penny = 12 shillings 10% 
pence = 2 shillings 4% pence per week. 

Heating—24.2 units at % penny = | shilling 6% pence. 

Lighting—2.0 units at 3 shillings = 0 shillings 6 pence. 


Total electricity (88 days) = 14 shillings 10% pence = 
2 shillings 8% pence per week. 
Coal used during same’ period, 150 pounds, at 1 shilling 


7 pence per 100 pounds = 3 shillings 2%, pence. 
Total cost for coal and electricity (38 days)—= 18 shil- 
lings 1 penny = 3 shillings 4 pence per week. 


The average weekly cost of heating, cooking, and light- 
ing thus has been only 3 shilling 4 pence. Prior to the com- 
mencement of the experiment, the average weekly coal con- 
sumption for the summer months was 200 pounds at 1 shil- 
ling 6 pence = 3 shillings, to which must be added the pre- 
vious cost of electric cooking only, namely, 1 shilling 11 
pence per week—a total of 4 shillings 11 pence per week 
The saving effected, therefore, by the new arrangement 
(allowing 2 pence per week for electric lighting) amounts 
to 1 shilling 5 pence per week. Jn addition to this, there is 
the further saving in the wages of a charwoman, who pre- 
viously was engaged for four hours each week at a cost of 
2 shillings and whose services are now required four hours 
each fortnight. It is right also to point out that the electric 
water heater, while mainly used for the heating of water for 
washing up, has also been utilized for the washing of clothes 
not sent to the laundry. The consumption of energy for 
cooking also includes the energy taken by an electric iron of 
550 watts, which is in use every day for about half an hour. 
It is estimated that for the summer six months a total saving 
of between £1 10 shillings and £2 will be made, and experi- 
ence has already shown that the housework has undoubtedly 
been very considerably reduced. 

During the winter months the intention is to revert to 
the old arrangement o: burning coal for heating rooms and 
providing hot water, as the increased consumption of electrical 
energy for the heating of rooms in the winter would be pro- 
hibitive in cost..--Electric cooking and occasional electric 
heating will, as before, be continued throughout the whole 
year. Excepting the kettle and iron, the apparatus has been 
obtained on hire from the local supply authority, the rental 
for the whole of the hired appliances totalling & shillings 


per quarter. 
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PRACTICAL HELPS FOR THE 
TINSMITH 











PATTERNS FOR TAPER JOINTS. 





BY O. W. KOTHE. 

When a workman must get out 15 or 20 tapers on 
one job, and many of them of a different size, he will 
find the methods here shown very helpful. Where 
the tapers are all on center, only a quarter plan is 
required. In this you can draw all the taper joints, 
no matter how many you have, and of any size. Di- 
vide your outer are into equal spaces and draw lines 


to the corner. This also divides all your other arcs 


height of your taper. From here on develop your 
pattern in the usual way as shown by “B.” In such 
work it is optional with the meclranic if he wishes to 
lay out a half pattern or a full pattern but in either 
case laps for seaming or riveting must be allowed 
extra. 

ae 


AMERICAN ARTISAN HELPS SUBSCRIBERS 
TO DO BETTERS§BUSINESS. 


To AMERICAN ARTISAN: 
I think a great deal of AMERICAN ARTISAN. If 










































































Half Plan in 

















Development of Patterns for Taper Joints. 


into the same number of equal spaces. Next connect 
your different arcs by triangular lines as shown, pick 
your lines 1-2 and 2-3 and set them over as P-2 and 
P-3 and draw lines to the height o. After this you 
can develop the pattern as shown, by the quarter 
pattern “iA.” 

The same holds good where the tapers must all be 
straight on the bottom, as in half plan “B.” Strike 
all your half circles to their proper diameters to con- 
verge into one point. After which divide the outer 
half circle and draw lines to the corner which also 
divides all your other arcs. Next connect your arcs 
with triangular lines and then determine the true 
lengths as shown in diagram B which R-S is the 


more sheet metal workers would read it, it would 
help their business, I am sure. 
: Yours truly, 
Henry HAL. 


Menomonie, Wisconsin, January 29, 1917. 


a — 


R. M. Colquhoun, formerly of Wilton, North Da 
kota, will build a factory at Minot for the manufac- 
ture of his patented spark arrester for smoke stacks 
as well as of other sheet metal products. The name of 
the operating Company is United States Spark Ar- 
rester Company, and Mr. Colquhoun is the chief stock- 
holder and general manager. The factory is expected 
to be ready for operation about April first. 
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PATTERNS FOR SQUARE BASED PYRAMID 
AND FRUSTUM OF PYRAMID. 


BY GEORGE E. ROBERTS. 

The two problems explained in the following are 
particularly for beginners in the art of sheet metal 
drafting : 

Let “D” be the elevation of a square pyramid and 
“EE” the plan, as in Figure 1. 

Draw line as I to 2 in elevation, this being the 
straight height, and draw lines to point 5 from 4 and 
3. Take space 0-6 in plan and place it from 2 to 5 
in elevation; now connect point 5 to point 1 and de- 
scribe circle as N-M, with radius of 1-5. 

With space 6-7 mark off on circle N, Z, Y, W and 
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Development of Patterns for Square Based Pyramid and 
Frustum of Pyramid. 


M; draw lines from points thus found to point X. 
Then as M, W, etc., must be connected with straight 
lines, this gives you the pattern for the pyramid. 

“A,” “B” and “C,” in Figure 2, show the “envelope” 
of the frustrum of a square pyramid. Draw plan and 
elevation, as “A” and “B”; from point “O” draw line 
indefinitely to point X. Measure line 5-6 (this being 
the straight height), place it on line o-X, making 0-3. 
Now take space o-1 and place it as 3-2, then draw line 
from point 4 through point 2 in the direction of X. 
Now, with radius of 4-X, sweep circle G-K; then 
with X-2 as radius sweep circle G’-K’, using “P” as 
center of both circles. 


Then take large end of elevation, as 7-8, and place 
it on circle, as G, H, I, J and K. Do same with circle 
(4’-IX’, using space from small end of elevation, as 5-9. 
Draw straight lines from point to point, as G-H-I-J 
and Kk and G’-H’-I’-J’-KK’.. Now connect these points, 
G, G’, H, H’, ete., to point P. This gives you the pat- 
tern. 





SHEET METAL CONTRACTOR’ PREPARES 
ATTRACTIVE EXHIBIT FOR CIVIC 
INDUSTRIAL DISPLAY. 


The progressiveness of the live sheet metal con- 
tractors in participating in civic exhibits is splendidly 
exemplified in an instance which has just come under 
observation. This array of sheet metal products as 
pictured herewith was arranged by J. D. Mullet, a 
sheet metal contractor and installer of warm air heat- 
ers in Orrville, Ohio, for the Industrial Display held 
recently under the auspices of the Orrville Chamber of 
Commerce. 

Considered from an advertising standpoint, the idea 
of thus using a booth to feature the various items is 
bound to prove resultful and effective, adding mate- 











Exhibit of Sheet Metal Products at Industrial Display. 
rially to the prestige of the exhibitor and bringing 
numerous inquiries. Qn any such occasion as a civic 
industrial display, public interest is greatly aroused, 
and the throngs of visitors are, as a rule, in a mood 
to examine and appreciate the different exhibits. 

Mr. Mullet’s booth no doubt drew its share of at- 
tention because of the distinctive entrance, made of 
sections and elbows of warm air heater pipe, and the 
neat arrangement of other sheet metal products, in- 
cluding eaves troughs, eaves trough hangers, con- 
ductor pipe, conductor pipe heads, gutters, cutoffs, 
pans, tool kit, pipes, and fittings. Ifis intention is to 
embody the same idea in a window display and this 
will undoubtedly also be a real attraction to the house- 
holder. 

The suggestions for installing an arrangement of 
this kind in the window might be summarized thus: 
Make the window display as neat appearing and sym- 
metrical as possible; avoid overcrowding, as too many 
articles will give the onlooker a vague, confused im- 
pression; and wherever possible, use small, but clear 
price cards to increase the effectiveness of the window 


display. 
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WHO MAKES TORCON METAL? (NOT TONCAN) 


To AMERICAN ARTISAN: 

Can you tell us who makes “Torcon” metal (not 
Toncan ), which is greyish white in color and the same 
all the way through? 

SUBSCRIBER. 
Des Moines, lowa, February 1, 1917. 


o> 


AMERICAN ARTISAN A “SURE” JOB GETTER. 





To AMERICAN ARTISAN: 
Your paper is surely a “job getter.” 
Yours truly, 
Georce H. 
Hoopeston, Illinois, January 30, 1917. 


POWER FANS OF STRONG CONSTRUCTION 
*AND HIGH EFFICIENCY. 


SICKETT. 





The large demand for Bi-Multi Power [ans is at- 
tributed to their high-class, scientific construction, 
which is claimed to make 
them one of the most ef- 
ficient types on the market. 
According to the manufac- 
turers, the design is such 
that they may be operated 
at very high pressure with- 
out racking and with a min- 
imum consumption of pow- 
er. Styles are furnished 
with seven-eighths or full 
housing, right or left hand, 
any discharge, with or 
without steel base for en- 
gine or motor direct con- 
nected. They are built 
double width, special 
width, and to meet any re- 
quirements that fans may be used for, the illustration 
herewith showing the pulley side of a right-hand top 
horizontal discharge fan. The Bi-Multi Fans, it is de- 
clared, are used all over the country and abroad, and 





Bi-Multi Fan. 


Pulley Side, 


are specified by leading engineers and architects be- 
cause of their extreme durability and high efficiency. 
ull details regarding the entire line, together with 
estimates can be secured from the Bicalky lan Com- 
pany, Buffalo, New York. 





RECOVERING WASTE TIN. 


There are three general methods of separating the 
tin from tin plated steel sheets, the electrolytic, the 
chemical, and the mechanical. The simplest but the 
poorest way is the mechanical, which consists of melt- 
ing or driving off the tin. In the chemical method the 
tin is dissolved off by means of acids and then recov- 
ered from the solutions by further treatment. The 
electrolytic method makes use of a direct current of 
scrap tin immersed in an elec- 
trolyte that is either an acid or an alkali. The tin is 
usually produced in a spongiform condition. All of 
these processes require special equipment and expert 


electricity with the 
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attention. Numerous patents have been applied for 
pertaining to methods of recovering tin. 





NOTES AND QUERIES. 


; Electric Vacuum Cleaners. | 
rom Hoover Brothers, Milroy, Pennsylvania. 


Can you advise who makes electric vacuum cleaners ? 

Ans.—Birtman Electric Company, Randolph Strect 
and Ogden Avenue, Chicago; Elite Manufacturing 
Company, 707 Kesner Building, Chicago; Frantz 
Premier Vacuum Cleaner Company, Cleveland, Ohio; 
National Sweeper Company, Torrington, Connecticut ; 
and Pneuvac Company, 59 Temple Place, Boston, Mas- 


sachusetts. 
Warm Air Heater Fittings. 
‘rom The Ableman Hardware and Implement Company, 
Ableman, Wisconsin. 
Kindly tell us where we can buy warm air heater 


fittings. 

Ans.—Dover Wood Face Company, Dover, Ohio; 
Furnace Supply and Manufacturing Company, Cleve- 
land, Ohio; Hall Hardware Company, 137 West 
Washington Street, Indianapolis, Indiana; Hart and 
Cooley Company, New Britain, Connecticut ; Henry- 
Miller Foundry Company, Cleveland, Ohio; F. Meyer 
and Brother Company, Peoria, Illinois; Michigan 
Safety Furnace Pipe Company, Detroit, Michigan: 
Rock Island Register Company, Rock Island, Illinois ; 
\V. A. Smith Company, 213 West Lake Street, Chi- 
cago; Standard Furnace and Supply Company, 
maha, Nebraska; Stearns Register Company, De- 
troit, Michigan; Tuttle & Bailey Manufacturing Com- 
pany, New York City, and Walworth Run Foundry 
Company, Cleveland, Ohio. 

Ancle tron. 
rom E. C. Jordan’s Sheet Metal Works, Ozark, Alabama. 

Will you please tell me where we can get angle iron 
that is formed round for the bottom of steel tanks 7 

Ans.—Kling Brothers Engineering Works, 1302 
Kingsbury Street, and Joseph T. Ryerson and Son, 


16th and Rockwell Streets, both of Chicago. 
; : Buyers of Old Metal. : 
‘rom George E. Harms, Flanagan, Illinois. 

Please tell me who buys old metal. 

Ans.—S. Birkenstein and Sons, 377 West Ontario 
Street; Great Western Smelting and Refining Com- 
pany, 41st and Wallace Streets; H. Kramer and Com- 
pany, 730 South Canal Street, and Sleph and Gold- 
blatt, 1106 Frank Street, all Chicago. 

; Tin Plate. : 
From The Ableman Hardware and Implement Company, 
Ableman, Wisconsin. 

Can you tell us where we can purchase tin plate? 

Ans.—American Sheet and Tin Plate Company, 
Pittsburgh, Pennsylvania; Berger Brothers Company, 
Philadelphia, Pennsylvania; Berger Manufacturing 
Company, Canton, Ohio; Merchant and Evans Com- 
pany, 347 North Sheldon Street, Chicago; Milwaukee 
Corrugating Company, Milwaukee, Wisconsin ; Tanner 
and Company, Indianapolis, Indiana, and Wheeling 
Corrugating Company, Wheeling, West Virginia. 

_ Light Steel Stamping. 
From John B. Williams, Houston, Texas. 


Kindly let me know who does light steel stamping. 

Ans.—Metal Specialties Manufacturing Company, 
730 West Monroe Street; Modern Tool and Stamping 
Company, 313 South Clinton Street; Western Die and 
Stamping Works, 126 South Clinton Street, and Wood 
3rothers, 2416 Ogden Avenue, all of Chicago. 
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NEW PATENTS. 















































1,212,663. Door Bumper and Retainer. [rnest R. Mitch- 
ell, Philadelphia, Pa., assignor to Mitchell Specialty Company, 
Philadelphia, Pa. Filed Sept. 23, 1914. 

1,212,740. Metal Corner Bead. Norris [Elmore Clark, 
Plainville, Conn. Filed May 17, 1912. 

1,212,817. Hose Coupling. Calvin Lee Russell, Tulare, 
Cal. Filed March 17, 1915. 

1,212,833. Pan Cover. Emory I. Stackhouse, Kensing- 
ton, Ohio. Filed March 30, 1915. 

1,212,858. Stove Lid Pliers. [Ervin Weber, Wilkinsburg, 
Pa. Filed Jan. 21, 1914. 

1,212,915. Ice Shaving Device. William R. Daughtry, 
Birmingham, Ala. Filed Sept. 2, 1915. 

1,212,944. Gas Burning Stove. Charles A. Hartmann, 
Washington, D. C. Filed Nov. 2, 1915. 

1,212,956. Razor Blade Holder. Robert Arthur John- 
stone, Ness City, Kans. Filed June 13, 1916. 

1,212,976. Ege Holder. Gustave Hugee Magee, New 
Orleans, La. Filed March 22, 1916. 

1,212,988. Wire Gate Fastener. Archibald J. Murray, 
Unity, Ore. Filed Jan. 10, 1916. 

1,213,009. Ash Receptacle and Sifter. Patrick I*. Quinn, 
New York, N. Y. Filed Feb. 2, 1916. 

1,213,013. Heater. Mark G. Ray, Jacksonville, Fla. 
Filed Sept. 22, 1915. 

1,213,034. Household Implement. [orrest S. Sowers, 
Oak Park, Ill Filed May 8, 1915. 

1,213,040. Door Latch. Nathaniel Twombly, [astonville, 
Colo. Filed May 24, 1915. 

1,213,048. Washing Machine. Edwin Wessman, New 
York, N. Y. Filed Oct. 8, 1915. 

1,213,088. Tool Holder. Edward C. Fisher, Burr Oak, 
Kans. Filed June 22, 1916. 

1,213,103. Weather Stop. Peter L. Hudson, Effingham, 
Ill. Filed July 6, 1916. 

1,213,125. Wire Fence Tightener and Post Anchor. Jos- 
eph W. Olson, Minnewaukan, N. D. Filed Nov. &, 1915. 

1,213,133. Safety Razor Blade Holder. James C. Pois- 
ter, Topeka, Kans. Filed April 29, 1916. 

1,213,138. Pocket Knife. Benjamin Allen, New Britain, 
Conn. Filed Aug. 21, 1916. 

1,213,148. Method and Apparatus for Cooking [ggs. 
Ralph V. Blake, Yonkers, N. Y. Filed July 27, 1916. 
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1,213,178. Air Heater. William D. Fleming, East Down- 
ingtown, Pa. Filed July 21, 1914. 

1,213,227. Handle. Alonzo Manhard, Cleveland, Ohio, 
assignor to The Cleveland Electric and Machine Manufac- 
turing Company, Cleveland, Ohio. Ililed June 1, 1914. 

1,213,263. Sad Iron Support. [even J. Rohne, Minneay- 
olis, Minn. Filed March 27, 1916. 

1,213,334. Staple Set. [edward P. Chapman, I‘indlay, Ill. 
liled May 19, 1916. 


1,213,339. Honing Machine for Safety Razor Blades. 
Raphael D’Amato, Astoria, N. Y. Filed July 19, 1915. 
1,213,361. Apple Corer. Melville P. Hayward, Quincy, 


Mass. Filed Keb. 13, 1915. 

1,213,417. Metal Sash Joint. William Roper, Philadel- 
phia, Pa., assignor of one-half to Henry N. Renton, Phila- 
delphia, Pa. Iiled March 14, 1916. , 

1,213,423. Garbage Can. Henry J. Schaffer, Brooklyn, 
N. Y. Filed Sept. 5, 1916. 

1,213,498. Metal Sash or Window. Allan W. Johnson, 
Chicago, and William Stuart Tait, Lemont, Ill., assignors to 
American Steel Window Company, Chicago, Ill. Filed Ieb. 
21, 1914. 

1,213,538. Hinge. John E. Rader, Canton, Ohio. Origi- 
nal application filed Sept. 25, 1915, Serial No. 52,578. Divided 
and this application filed July 19, 1916. 


1,213,556. Razor Stropper. Bernhard Trosky, Brooklyn, 
N. Y. Filed Nov. 9, 1916. 
1,213,570. Pulley. Lewis I. Younie, Portland, Ore. 


Kiled Jan. 21, 1915. 

1,213,588, Sanitary Garbage Can. Philip Cohen, New 
York, N. Y. Filed Aug. 22, 1916. 

1,213,595. Electric Stove. George Deal, Omaha, Nebr. 
Filed Oct. 23, 1915. 

1,213,681. Vegetable Slicer. Edward P. Norton, Cotton- 
wood Falls, Kans. Filed June 9, 1916. 

1,213,691. Lock. Pasquale Rainone, New York, N. Y. 
Filed Aug. 10, 1916. 

1,213,743. Strainer Holder. Orange J. Carson, Farm- 
ington, N. Mex. Filed July 10, 1916. 

1,213,378. Washing Machine. Owen W. Roberts, Chi- 
cago, Ill. Filed April 10, 1914. 

1,213,792. Mail Box. William T. Benner, Catasauqua, 
Pa. Filed March 22, 1916. 
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STEEL TRADE STILL HAMPERED BY TRAFFIC 
TROUBLES; NON=FERROUS MARKET 
STRONGER. 


The steel market during the past week has been 
relatively quiet, due to the fact that traffic conditions 
cuntinue to impede the flow of trade. Nevertheless, 
January ended with even more assurance of full op- 
e1ations far into the year than existed at the begitining 
of the month, and steel men aie predicting that 1917 
will be a banner year even though there is a fa‘ling 
off in foreign munition orders. 

In supporting their contention, they say that export 
business, while not for war prrposes, will be main- 
tained and run approximately at a ratio of 50 percent 
to domestic business which, it is expected, will be the 
heaviest in the history of the country. The basis for 
these predictions are orders already signed, sealed and 
delivered, together with the continued heavy current 
for immediate deliveries. 

Premiums for immediate delivery at 25 percent 
above market prices are being paid for a number of 
steel products and it is believed this condition wil! 
persist. At Chicago, consumers of the heavier forms 
of rolled steel have crowded the mills with specifica- 
tions and emergency orders, so that even in the absence 
of large new contracts, the accumulation on the books 
has increased. 

The market in structural steel has shown a ten- 
dency towards a revival and it is predicted that the 
year will exceed 1916 in this respect. Blast furnaces 
face conditions such as have not previously existed. 
With bessemer selling at $35.00, basic around $30.00 
and foundry Number 1 and malleable at $32.00, val- 
ley, operators could reap a harvest, but they cannot get 
the coke and neither can they get their pig iron to 
market. 

The chief problem now is to remedy the serious con- 
gestion on transportation lines. 

The non-ferrous metals have become considerably 
stronger during the past week, and advances have 
been noted in practically every instance. 

Dun’s Review of the trade says. “After a natural 
lull, the momentum of business increases, though there 
is no repetition of the feverish buying recently wit- 
nessed. Both domestic and foreign requirements, not- 
withstanding previous heavy purchases, remain ex- 
tensive, but competitive bidding has largely subsided, 
and the general situation is clearly more wholesome. 
Doubts regarding future supplies and prices cause 
hesitancy in many quarters, and some buyers who are 
covered well ahead hold off in anticipation of con- 
cessions, yet where needs are pressing the element of 
cost is still little considered and premiums continue 
effective if special advantages on shipments are pos- 
sible.” 





STEEL. 

The feature of the steel market during the past 
week has been the abnormal strength of steel plates. 
Demand for steel plates of all sorts and for all pur- 
poses is excedingly strong, and in the Chicago market 
an advance of $3.00 per ton has been made, bringing 
the quotation to 3.94 cents, Chicago mill. The price 
on structural shapes was also increased $3.00 a ton by 
the leading interest, making the quotation 3.44 cents, 
Chicago mill. This, however, is largely nominal as 
practically no sales are being made of this material 
from mills, except small tonnages by the lesser pro- 
ducers. Steel bars remain at the former quotation of 
3.19 cents, Chicago mill, despite advances of $3.00 
per ton on other finished steel products. The market 
is quiet, but the opinion prevails in some quarters that 
a similar advance will be announced in steel bars as 
soon as some of the large consumers have placed their 
orders at the current levels. 


COPPER. 

The demand for nearby copper is active, and grow- 
ing fears of decreased production, coupled with an- 
other rise in London prices, is causing uneasiness 
among buyers. There is an inquiry now for all posi- 
tions in the first half of the year, and Electrolytic, 
which is exceedingly scarce for prompt and nearby 
shipment, is quoted as follows in the New York 
market, Spot 32% to 33 cents; February, and March 
32 cents; April, 31 cents; and May and june 30% 
to 31 cents, with leading producers adhering firmly to 
previous quotations for last half delivery. Prime 
Lake copper is quoted at 32 to 32% cents for Febru- 
ary shipment and ordinary Casting copper is. quoted 
at 29 cents for February. The Chicago market con- 
tinues strong with the base price of hot rolled sheet 
copper remaining at 42 cents. 


TIN. 


The tin market during the past week was featured 
by a fair volume of business, but advancing prices, 
following advances in London, scared off buyers, so 
that now it is quiet and calm. Spot straits is quoted 
at 45.75 cents, with February arrival at 45.25 cents. 
The Chicago market is firm, with prompt straits at 46 
to 46.25 cents. Warehouse prices have been advanced 
i cent, the new quotations being 51 cents for Pig tin 
and 52 cents for bar tin. 


SOLDER. 


Chicago warehouses have advanced solder prices 4 
cent during the past week, and are now quoting: XXX 
Guaranteed, % « VY, 29% cents; Commericial % « % 
271% cents; and Number 1 Plumbers, 25% cents. 
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LEAD. 

Following a pronounced upward movement in prices 
in the outside lead market, the leading interest ad- 
vanced its nominal quotation during the week from 
7% to 8 cents, New York. Railroad congestiun is 
greatly delaying shipments to the east and as a result, 
lead in the east is comanding premiums, and even re- 
n.elted lead has sold at 8.25 cents New York. Prompt 
outside metal is practically unobtainable and a few 
holders are asking as high as 9 cents with the majority 
of the outside interests holding at 844 to 8% cents. 
The St. Louis market rules exceedingly strong with 
independents quoting prompt at 8.17 to 8.42% cents. 
The Chicago market also has been featured by ex- 
traordinary strength, with only limited supplies of 
prompt metal obtainable, prompt being held by outside 
interests at 8.25 to 8.50 cents, the same as that in New 
York. Chicago warehouses have announced another 
advance, this time 50 cents, which makes the new 
quotations $9.00 for American Pig and $9.50 for Bar, 
all per hundred pounds. 


TIN PLATE. 

Owing to the fact that scarcely any material is 
available for early delivery, the tin plate market is 
quiet. Manufacturers have received numerous re- 
quests to open books for delivery after July Ist, but 
mill managers have not named prices for delivery the 
second half of the year, and books may not be opened 
for 30 days or longer. It is expected, however, that 
$8.00 a base box will be announced as the quotation. 
Warehouses in Chicago have announced an advance in 
price of 20 cents on first quality bright tin plates, the 
new quotations ranging from $10.45 for IC, 14x20 +o 
$28.40 for IXXXX, 20x28. 

ROPE PRICES ADVANCED. 

The “Reguladora” has been out of the market for 
the past few weeks, but announces an increase of 2 
cents per pound on sisal fibre prices. Manila rope 
has been advanced 1 cent per pound, the new quota- 
tions being 24% cents for Number 1; 23% cents for 
Number 2 and 21% cents for Number 3. Sisal rope, 
advanced 2 cents, is quoted at 201% cents for Pure and 
19% cents for Number 2. 


SHEETS. 

Very few sheets are obtainable at any of the Chi- 
cago mills for first half delivery, and the extremely 
strong demand shows no abatement. Production is 
still being curtailed by shortage of sheet bars, fuel, 
gas and labor, and this, combined with ‘he ever-grow- 
ing demand, makes it apparent that higher prices will 
be established. In the east, buyers of heavy sheets are 
continuing to bid against one another for supplies of 
this product, which are scarce with eastern mills, and 
the market is very strong. The Pittsburgh district 
finds only a comparatively few mills figuring in the 
market for shipment the first half of the year and they 
have been offering small tonnages at the prevailing 
prices of 4.50 to 5.50 cents for 28 gauge black sheets ; 
4.25 to 4.75 for 10 gauge blue annealed sheets, and 
6.50 to 7.25 cents for galvanized sheets. Chicago 
warehouses quote 28 gauge black sheets at $5.15; 10 
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gauge blue annealed sheets at 4.65 cents; and 28 gauge 
galvanized sheets at $7.60, all per hundred pounds. 


SPELTER. 

The spelter market, following price advances, has 
become weaker as a result of lack of consuming sup- 
port, and by reason of lower offerings. For prompt 
spelter, New York, sellers are quoting 10.42 to 10.6714 
cents. February is being quoted at 1014 cents, March 
at 10 cents, and second quarter at 954 to 934 cents, all 
St. Louis. Spot spelter in New York continues to 
command premiums due to railroad congestion which 





is holding up shipments from the west, with the result 
that remelted spelter has sold at 11.25 cents New York. 
The Chicago market also experienced a weaker feel- 
ing following unusual strength. Prompt is quotable 
at 10.32 to 10.57 cents. Warehouses have advanced 
the price on spelter in slabs 4 cent a pound, the new 


/ 


quotation being 1114 cents. 


OLD METALS. 

The Chicago market in old metals is quiet and con- 
sumers do not believe that prices will be materially 
higher than at present. Prices are little changed from 
week to week and most trading is among dealers to 
obtain material for delivery on contracts. Wholesale 
dealers’ buying quotations are as follows: Old steel 
axles, $37.50 to $38.00; old iron axles, $34.50 to 
$35.00; steel springs, $23.50 to $24.50; Number 1 
wrought iron, $23.00 to $24.00; Number 1 cast iron, 
$15.00 to $15.50, all net tons. Prices for nonferrous 
metals are as follows per pound: Light copper, 21 
cents; light brass, 1314 cents; lead, 634 cents; zinc 
scrap, 614 cents; aluminum, 23 cents. 

PIG IRON. 

There is no great change in the pig iron market in 
Chicago, which continues to rule quiet. The only 
change in the situation in northern pig iron is increased 
activity among malleable melters. Foundry iron 1s 
quiet, and sales are mostly small tonnages for prompt 
delivery, which condition also fits Southern iron. 
Quotations are unchanged, Northern Number 2 Foun 
dry, Basic, and Malleable grades remaining at $30.00 
to $32.00, furnace. In the Pittsburgh district, the gen- 
eral market continues to be featured by heavy sales of 
bessemer iron for shipment to the entente nations. 
Jessemer iron is held firmly at $35.00 and basic at 
$30.00, valley, with some large interests holding their 
iron for still higher prices. 


Chicago. 
No. 2 Northern Foundry, at furnace........$31.00 
Malleable, at furnaces... ic. c....50.00.cetee see CLO 
3essemer, at furnace......... — 85.00@37.00 
TN, GE PRINCE Sia sive occcn cn cnrccdnecrecyiasss Oem : 
Lake Superior Charcoal, at furnace......... 31.75@@33.25 
Gray Forge, Southern................ .. 26.00@27.00 
Pittsburgh. 


. .$31.007083.00 
35.00@37.50 


No. 2 Northern Foundry, Valley furnace..... 
Bessemer, at Valley furnace... 


Basic, at Valley furnace............... .... 30.00 

Gray Forge, at Valley furnace.............. 29.00@30.00 
Birmingham. 

No. 2 Southern.......... 5 219 eid wi a Bnheoas PP 


No: 2 Sott....... 6+. Spe hannarae ad ais cine iawehomcnsisy 25.00 
No. 3 Southern......... - sedi eleeeane mee a 23.50@24.50 
Gray Gorge c.s'en ve! GOOO 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal as corrected weekly. 














METALS. | AUGERS. 
| ~Syenaieleatecnnanengepppeiing &" | Boring Machine... 20200020002. 70%, 
| National (White) brands (iniess _ Se errr rr” geee 90% | 
than 100 tb. lots), per Ib........11e aa a aes (onsen saeepesene 70%, | 
octmmeed ullcoils........ per 1001bs.$ 9 75| | Hollow. 
Northern Fdy., No. 1.......... $29 50 Cnt Cee. os. oncek per 100 lbs. 10 00 | ‘ 
Northern Fdy., No. 2.......... 29 | Bonney’s—list $30.00...... 75 . 5% | 
Northera Pay.. No 3 Ree. 28 “4 ALUMINUM PO, RU Bie vice d seeds 
oF, ES ea | 
Southern Fdy., No. 2.........-- 28 0C | Carload lots. 
Southern Fa Eisen venden 27 so; & | slid 1 Pure Ingot...... per lb. $0 4 | Post Hole. 
e Sup. CDArcOal.....cccecs S| ODOC... ceeeee ecovee | Di ° | 
igwell, 8-inch....... er doz.12 50 
Malleable.........s0ceseeeee- 29 0 TIN. | Twan'’s Post Hole and Well... 40% 
Pigtin....... ae perlb. Sic| Vaughan'’s, 4 to 9-in...perdoz. 8 00 
FIRST QUALITY BRIGHT ees - 52c | 
TIN PLATES. . 
| Sh 
| HARDWARE >. 
Per Boz | ord’: ~ with or without screw.. at 
IC i icscinridinete $10 45 —— Snell’ 40-5% 
Ix — iebwow 1} +4 ADZES. 
ELV. wc cee ’ 
IXXX_ 14x20...... 55 | Cupane’. | Brad — 
IXXXX 14x20 20! Plumbs...... 06000608 6060000 35% | > | 
I 20x28 90 | Coopers’. | No. 3 Handled....... per doz. $0 45| 
Ix 20x28 00; Barton’ 41s | No. 1050 Handled.... ‘“* 95 | 
Ixx 20x28 00 | White's BGiccccccsce © eecccece 15 | Shouldered, assorted 1 to 4, 
IXxx 20x28 f 0} 106 B.wcccce eoecressccccs ° SS EP are ee Aas? per gro 3 60) 
IXXXX 20x28 40 | Railroad. | Patent asst’d, 1 to 4 < 
| Sniistiinssnsiexssnss 35%, | | 
COKE PLATES. | AMMUNITION. — | 
Cokes, 180 Ibs supbeee able. tees cane | Common 93 | 
i ceeie......- Sas 16 50) fo i> ~eemeest, §-8%........ $0) Patent.....0.s...05. 0| 
Cokes, 4 is = 4 20u28 is $0 oo eee eee eee eee ee ee ey 75 ”| 
okes, 270 lbs....... 8 18 65|  Musket..........seeeeeeeeeee 
‘ Shells, Loaded— Peg. aa ; : | 
BLUE ANNEALED SHEETS. Loaded with Black Powder......7% | Phouldered.......... ~ 250 
Loaded with Smokeless Powder, || Patent...........00. 65 | 
100 Ibs. $4 65 | medium grades........... 15&5% | 
per 100lbs. 470! Loaded with Smokeless Powder, | 
per 100lbs. 475/) high grade..............-. ; | Sexatch. | 
per 100 lbs. 4 No. | handled....... per doz. 7 00 
| er: . ser Grade... 1585% on yl — han'ld. “ i 25 
mokeless Repeater Grade.. re) ae wt 1 95 | 
ONE PASS COLD ROLLED BLACK | | Smokeless Leader Grade... ... 30%, | | 
No. 18-20.......... per 100 lbs. $5 95| Black Powder................. 76, 
ue oe 5 Ov AXES. 
0. 26.... 5 05) *s Handled. 
No. 27o.seseses00: S10] Nitro _oonaaacerietatee 121808 | Lippincott, 3 t......per gor. $6 00 
saseeiatahtaiatanliamiiae per 100 Ibs. 5 15) = SRR RIGR pwaekeute tee 79,| Marshall Falls City.. ca 5 00 
RRs cavcasevecs oe 6 50 
Broad. 
EDR sescsvencevt per 100 Ibs. $6 50 | Gun Wads—per 1000 , | Plumbs, West, Pat. ........-.334% 
Na. 10-20......sssss00 per 1001bs. 6 65 tine t porecad se eeeeees $2 Of “ eS ere 5% | 
ee er per 1001 bs. 6 80 “oo Steun “<a: : 4 | Firemen’ 8 ee 
ee per 1001bs. 6 95 | Powder. — Bach. | Pteuba tebica? Gale =” > o0| 
>. ee per 1001bs 710] DuPont's Sporting, kegs..... $10 25 | 
ee ee per 1001bs. 7 25 a > kegs. .2 | 
WO. winsnsscenvl per 1001bs. 765 | DuPont's Canistors, Ibs. 46 | Single Bitted (handled). 
$-lb..... 26| Warren Silver Steel.......... $10 50 | 
7 Smokeless pene. . 26 10| Warren Blue Finished........ 10 50 | 
a -.. 13 20| Rough Rider..............+% 9 00 
POLISHED SHEET STEEL. S _ $-k 6 75 | Perfect Premier, Forest Clipper 8 50 | 
MD innsccndsane per 100 1bs.$5 95 - “ 1o-da Er co! 
Serr per 100lbs. 6 05 “ “ canisters 6C | 
DS eer per 1001bs. 6 15) L. waa * Orange, Extra Sporting | Single Bitted (without handles). 
Ee es per 100 lbs. 6 25 xr Reems es beM ER CeRES $10 25 Warren Silver Steel......... £9 or 
L.& R. a Extra Sporting | Warren Blue Finished....... 8 00 
Sakae mona aN ean S40} Rote Rider.......cc0605... FO 
L.&R. Orange, Extra Sporting | 
BMIOOTH GHERT BTM. 9 1: Ri ob ee to icccccnes 2 85 | 
Per 1001bs. | L &R Orange, Extra Sporting | Double Bitted (without handles). 
en 46 
Wood's Smooth MOS POi6sceewss $5 25) L.&R. Orange, Extra Sporting | Blood’s Champion, 34 to ’ Ib . 
- No 22-24...... 5 30 }-Ib. canisters......... 26 | mene es 2>e="=? per doz. 12 4 
"No 25-26...... 5 35| 6 &R prange, Patra Sporting = 14) Perfect Premier...... “12 3 
re sa PET -csseees> 5 40! Hercules‘ “E. C."" and‘ rere The above prices on axes of 3 to 4 a 
se oi No. 28 5 50 drum... are the base prices. 
\ ee i) eee |. eee TS * 34 to 44 Ibs. advance 25c. 


PATENT PLANISHED SHEET, 


IRON. 
Patent Planished Sheet Iron, 
DURE cces. Koepcasevess $10 SO 
SCLDER. 
XXX Guaranteed ¢ & 4. -Derl b. 294c 
Commercial $&4....... 274c 
No. 1 Plumbers... ..... ie 25$c 
SPELTER 
DRE chwevesbesbendeeebeees lléc 
SHEET ZINC. 
ERNE. o ocvusnnnaeeenmeene $22 00 


Less than Cask lots. .$22 50 to $23 00 





COPPER. 


Copper sheet. base....see.cees-s 42c, 


LEAD. | 





4 to5 Ibs. advance 50c. 


4} to 54 lbs. advance 75c. 


BAGS, gan NAIL. 





BEATERS. 
Per doz. 
.£ 090 


Carpet. 


No. 13 Tinned Spring Wire.. 


No. 11 Spring Wire coppered. 1 30 
ee ee eee 90 
| Ege. Per doz 

No. 50 Imp. Dover Syubeamat $0 75 

No. 102 tinned 90 

No. 150 “ * hotel. 1 50 

No. 10 Heavy hotel tinned... 2 10 

No. 13 ; 3 30 

no. 35 ™ ee a 3 60 


No. 18 “ “ ge 


50 
BELLOWS. 

{PIERS oii Ss axebeesecezesd 65% 

Hand. 
BOM csksveemssed doz. 7 50 
ee ea a 40 
| Moulders’, 
SRO 6 5.5056 0%5 055% “ia 12 60 
BELLS. 
Call. 
3-inch Nickeled Rotary =. 
Bronzed base...... per doz. $5 00 
Cow 
High i OE PCOS: 60% 
MME 5 v.'esnsssdiceuer 65&10% 
Door. Per doz. 
New Departure Automatic... $6 50 
yoy” 
3 -in. Old Copper Bell....... 4 00 
-in. Old Copper Bell, - 6 00 
3 -in. Nickeled Steel Bell. 4 50 
34-in. Nickeled Steel Bell. 5 00 

Hand. 

Hand Bells, polished....... 40&10 

White M seal, . Laas eae cRaen 40% 

Nickel vied bessons secs Seren 30 

| eee pipiens 408&334% 

GUI MOUND SS o.oo 5 osc scca's 334% 
| Miscellaneous. 

| Church and School, steel alloy... .50% 

|Farm, Ibs... 40 50 75 100 

|Bach bpaeesn $190 240 355 475 

wl BEVELS, TEE 

‘Stanley’ s, rosewood handle, _ 

{S| SS ee eer e 
'Stanley’s iron handle............ Nets 
BINDING, OILCLOTH. 

IZANC. 0 oc ccccccccccccccvccccece 70% 
oes caecavund 6085 % 
LEO, NOE og so ss os.ns baw 75% 

| BITS. 

| Auger. 

| Extra Double Spur.........70&10 

| Ford's Car and Machine... .40&10 

| DOE EDS scabdsassoe sarees 50 

ff eee eee 50% 

Russell ar. biphle eveeiawe 30& 10% 

Clark’s Ex ansiv Sr bi es es 65% 

Steer’s “Small list, $22 00. ‘38 

4 “ Large $26 00 25% 

| SL eee reer 30% 
Ford’s Ship Auger pattern 

ME 5. bstsweeshe tensile eee 50% 

RN capes eke we sea tieseperese 15% 

| Countersink. 

No. 18 Wheeler’ 8.. 


.per doz. $1 80 
os 2 40 


No. 20 
American Snailhead.. “e 110 
pose ~ 1 30 
cw oe <a 1 20 
Mahew’ 8 Fiat Seer “3 90 
eee = 1 40 
Dowell. 
Russell Jennings........... 30&10% 
Gimlet. 
Standard Double Cut.......... 40% 
German Pattern..... per doz. $0 60 
ere a 65 
Ps cea sos agesese 28 80 
NE Sit sy ois 0 06 15% 
Countersink......... a 1 30 
| Reamer. 
Jenning’s Square..... re 2 50 
Standard Square..... se 2 00 
American Octagon... ‘°* 1 75 
| Screw Driver. 
No. 7 Common.....- ra 55 
No. i Triumph....0. % 1 25 


te. Se ee eee ast 5 | Pounds..... 20 25 
Hercules ‘ ce and “Infallible’* | Per 1,000. “$2 0 3, 75 450 5 00) 
SS ee aaa 

Hercules W. ‘A. -30 Cal. Rifle, 
ere 25 

Hercules Lightning Rifle, | BALANCES, SPRING. 
MGS ntsc seckes 25 

Hercules Sharpshooter ‘Ride, | Petoune ‘vebssbeeasauebeebawh eee 20% 
CRE inc cacasecs ae | 

pa — —_. on ena 1 SC | 
ercules Bullseye Revolver, 

ee re OC | BARS, CROW. 

Shot. Pinch or Wedge Point, per cwt.. $4 00 
Drop shot, sizes smaller than | 
D : “yy yee eg 7 

rop sho and larger sizes, 
25-Ib. bags, per bag........ 9 | BASKETS. 
Buck shot, 25- fe per, bag 2 9 | Clothes. 
Chilled shot, 25-tb. bags, °° 32 | Small Willow........ per doz. 10 00) 
ANVILS. | Se secesees ” 11 00) 
Trenton, 70 to 80 lbs...... Siopert | Lame «  ....200 ” 13 00 
Trenton, 85 to 150 Ibs...... 9$c per li 
ASBES1 TOS. Galvanized Iron. }bu. 1 bu. 1} bu! 
Board and Paper.. --10c per Ii Per doz........ $5 50 $00 11 60 
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